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Taking a Trip to the West and What It Accomplished 


An Editorial by ALFRED W. DONOVAN, President of E. T. Wright & Co., and Chairman 
of the Massachusetts Board of Labor and Industry 


being given $10,000 and the oppor- 
tunity of going on a trip similar to 
that successfully concluded by the 
Shoe manufacturers of New England 
—TI would unreservedly answer “give 
me the trip.” To me it was an 
experience of a lifetime. The immediate results to 
the trade alone are of such import as to term the trip 
a progressive step towards the unification of the 
industry, for there no longer exists an excuse for 
sectionalism of the sort that made it appear that 
each center of shoe manufacturing lived for itself 
alone. There will be better spirit in the whole in- 
dustry, and when necessity makes imperative a solid 
‘front in case of legislative battle we can rest assured 
that the men in each center will rally to the one call. 

Acknowledgment of the place of the West in shoe- 
making was made in the sessions of the National 
Boot and Shoe Manufacturers when they decided to 
change meeting places so that the Executive Com- 
mittee and all members who wish to attend might 
have an opportunity of seeing how business is done 
in the West and the problems of that great part of 
the country. The meetings will be held in St. Louis 
in April and Chicago in October of this year and 
in Cincinnati in April and Milwaukee in October of the 
following year. Isn’t the selection of these centers 
significant? 

Out of the West comes large things, not only in 
ambitions but in the reality. That wonderful sec- 
tion of the country does not seem to be satisfied with 
remaining in an ultra-conservative state of mind. 
One of the impressions which is stamped indelibly 
before me is that the manufacturers of the Middle 
West are Merchants first and then Producers. It 


would appear to me that one of the reasons for their 
phenomenal success in community and _ business 
upbuilding comes through their knowledge of the 
people. They quickly see the needs of the people 
and produce the merchandise the people want and 
are not handicapped by first producing the goods 
and then telling the people what they ought to have. 

A study of their service departments makes me 
believe that for the greater development of New 
England’s shoe industry it is the quickest—wisest and 
safest plan to create real in-stock departments. If 
we will devote time and money, experience and 
energy to stocking desirable merchandise and then 
making the service right we will enjoy full measure 
of success. Give the proper merchandise and keep 
uppermost in mind service to the public plus a 
proper and wholesome use of advertising and the 
entire industry will get the full benefits of this remark- 
able era of style and prosperity. 

We profited much by our tour. It was in fact a 
note-book party with some of the men reaching 
New York with three books full of ideas. The 
companionship of the party was a most enjoyable 
feature for it led to an interchange of ideas be- 
tween men some of whom were competitors and it 
was particularly pleasing and instructive because there 
was not an idle or dull moment. On the way home to 
test the immediate impressions of the men on the 
trip an Experience Party brought out many thoughts. 
Democracy ruled and first names were almost in- 
variably used. 

This trip did not finish with the arrival of the 
private car in New York. The trip is going on in 
its work of bringing West and East closer together 
and in making each man who participated as traveler 
or as host the better for the comradeship enjoyed. 
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Industrial Conference Committee Meets 


Representatives of the National Associations of Manufacturers, Merchants, 
Wholesalers, and Salesmen Meet in New York 


“YP NCE a year there is held a conference 

of the four major organizations in 
the making and merchandising of 
shoes, and as usual the sessions 
were held in New York City just 
prior to the National Boot and 
Shoe Manufacturers’ Association 
convention. 

The meeting was called to order by Henry W. 
Coek, chairman of the Conference Committee, and 
his preface to the meeting serves as a synopsis of the 
deliberations of the day. 


“The times are still troublesome, and we are particularly 
fortunate in having this opportunity of conference with the 
representatives of the National Associations of Shoe Whole- 
salers and the National Shoe Retailers’ Association, when 
conditions in the footwear trade are more perplexing than ever. 

“Owing to a combination of circumstances through the war 
and depletion of cattle, the costs of materials that enter into 
the construction of footwear have been constantly increasing. 
Even higher prices will doubtless prevail; but there is one com- 
forting feature of the future in the assurances that are given 
us from many sources, that the readjustment will be so gradual 
that the value of stocks in hand will not depreciate to such an 
extent that they will be especially troublesome. A spirit of 
optimism prevails and many believe that we are assured pros- 
perous times for some time to come. 

““Nevertheless, it behooves us to conserve our resources and to 
study materials other than leather whenever they can be applied. 
Fortunately, the necessity is stimulating efforts, and there are 
already many commodities on the market that are worthy of the 
consideration of those making a product in which they can 
be safely and advantageously used. 

“The recommendation of the Conference in Philadelphia 
still hold good in that ‘in pricing merchandise, replacement 
values be taken into consideration, and that we discourage 
speculative buying by shoe manufacturers,. shoe wholesalers 


, 


and shoe retailers. 
World is Short on Shoes and Leather 


In quoting remarks made by speakers at that 
session, we play up only the highlights; Hovey E. 
Slayton said: ‘““The whole world is short on shoes and 
shorter still on leather. I cannot see any decrease in 
shoe consumption when the United States Steel Cor- 
poration has good business already booked to keep 
the plants going double time in 1917. The railroads 
see a phemonenal business ahead, abroad they are 
in some of the belligerent countries, binding their 
feet in hempen cloth, and we have it on good advices 
that stocks in shoe stores outside of the United States 
are reduced to an unprecedented minimum. If 
the war would have stopped there might be a sen- 
timental drop but the demand for footwear must 
continue strong for at least two years. Never in the 


history of shoe merchandising have bills been paid so 
promptly and collections running so heavily. Ask 


your banker and he will quickly give you the pulse 
of the situation.” 


Prices of Children’s Shoes Serious 


E. P. Tuttle cited conditions in New England as 
follows: “Dealers have the greatest volume of stock 
on their shelves and not only are they able to get 
the prices, but they come back for more shoes at 
prices which a year ago were quoted to the public. 
A serious thing of the whole situation is in footwear 
for boys and girls. There is already in a number of 
cases a quoted wholesale price of fifty cents more 
than the retail price on some infants’ shoes. This 
is the only blot on the program of prosperity, for 
the worker with a large family feels the load of his 
children’s shoe bill.” 


Are Stocks Too Heavy? 


John A. Bush said: “In a prosperity era we only 
seem able to see the ‘bull’ side of the market. From 
the beginning of the war to September 1915, the 
production was at least 30 per cent below normal. 
From September, 1915 to March, 1916 shoe factories 
produced enough footwear to bring shoe stocks in 
stores and wholesale houses up to normal. From 
March, 1916 up to March, 1917 the industry is 
working on a rate of production 50 per cent above 
normal. Now of this 50 per cent only 20 per cent 
of it is taken up by extra sales to the consumer and 
30 per cent of it can be found in the stocks of mer- 
chants in shoe stores the country over. The heavy 
purchasing may be of a seasonable significance for 
the Fall of the year is always the more prosperous, 
leaving to the following Spring and Summer the task 
of taking up the slack.” 


A Study of Stock and Production 

E. D. Gould voiced the belief that the time has 
come for a statistical study of stock and production 
and asks if the prosperity in stores is measured on a 
unit pair basis or on dollars taken in. If the mer- 
chant has more stock than he ever had, and his sales 
number of pairs are no greater than in normal times, 
he is bound to be caught on the peak of the load. 
There has been no question as to increase sales up to 
$5.00 per pair, but what about the sales figured on a 
pair basis above $5.002” 

The Drive of ‘‘Price.”’ 

Hollis B. Scates, said: “I have just come back 
from a week’s tour of the great centers of the country 
and I have particularly made note of the difference 
between dollar prosperity and pair sales. It is 
clearly shown that buying practically stopped Decem- 
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Resolutions Passed in Convention of the National Boot and Shoe 
Manufacturers’ Association 


A Bureau of Labor Statistics Increase of Dues 

Resolved, That the annual membership dues 
of the Association be as follows: 

Class A. $50.00 for those members whose an- 
nual business is $1,000,000 and less. 

Class B. $100.00 for those whose annual busi- 
ness is more than $1,000,000: and 

Further Resolved, that the By-Laws of the 


Further ’ Resolved, That it be referred to Association be amended accordingly, to take 
the Committee on Labor Problems to prepare a sg grect immediately. 


plan for the accomplishment of same, and that ‘ 

the Committee be authorized to go to such ex- Gn Desking ant Chee 
pense as may be necessary in putting any plan 
it may adopt into operation; that the Bureau 
of Labor Statistics be in charge of the Secretary 
of this Association. 


_ Resolved, That this Association enters into 

reciprocal relations with local shoe manufac- 
turers’ associations in the several shoe centers 
o° ‘>* country for the purpose of disseminating 
information concerning labor prices and con- 
ditions; 


Resolved, That it is the sentiment of this 
Association that the Reserve Board carry out 
the original purpose of compelling the member 
banks to accept the checks upon member banks 
at par. The member banks being part and 
parcel of one system, checks on these banks 
should be current without discount throughout 

Resolved, That whereas the National As- the United States. 
sociation of Shoe Retailers, at its late conven- Urge Assistance for Railroads 
tion in the City of Cincinnati, instructed its Resolved, That this Association stands for 
representatives at the conference meeting of , policy on the part of the Government in its 
the National Shoe Manufacturers’, Whole-  ,¢jation to railroads as will not interfere with 
salers’, Retailers’ and Travelers’ Associations, 4}, oi, profitable conduct and which will create 
held -“ New. York City January 15th, 1917, to 4 condition that will enable railroads to finance 
favor signed orders for merchandise; extensions and improvements to bring the 


Now, Therefore, Resolved, that the National transportation systems of this country up to 


Signed Orders Starting Next Fall 


Boot and Shoe Manufacturers’ Association, the maximum degree of service to commerce at 
in convention assembled, concur in the action all times, and to the Nation in time of need. 
of the National association of Shoe Retailers, Further Resolved, That a copy of this reso- 


and to secure more certainty in business, repre- lution be sent to the appropriate commit- 
sents to its members that beginning with the _ tees of the Senate and House of Representatives 
Fall season of this year, except in cases at Washington. 


where confirmation of order is required, they Resolved, That the meeting of the Execu- 
instruct their salesmen to take only signed or- tive Committee next April be held in the City 
ders for merchandise. of St. Louis, Mo. 


ber Ist when leather hit its highest point. There shoes. One has but to look at the growth in the 
has been no heavy buying of leather at prices from repair business to get some idea of the number of 
75 cents to $1.25. The merchants of the country people economically inclined.” 

do appreciate the problem that they are up against Elmer J. Bliss emphasized the importance of 
in the purchase of next season’s shoes at replacement arriving at a definition of high-grade shoes. He 
values. Shoes are offered at from 25 to 40 per cent advocated the development of statistical work to 
higher and I believe it is true that merchants are find out commitments of shoe merchants on advance 
not selling the numbers of pairs equivalent to the orders, the number of pairs on hand, how much 
shoes they sold this month a year ago. The better leather the manufacturer owns and how much the 
stores have found that much of their trade has been _ tanner has on supply.” 

driven to smaller stores because of the reason of price. The Manufacturers were represented by the fol- 
Are the retail stores of the country going to stand lowing committee: Messrs. Cook, Bliss, Bush, Slayton 
the strain? If salary and wage envelopes continue Selby, Stetson, Sweet, and Wise. The Merchants 
to be large the public can absorb immense stocks by: Messrs. Slater, Burt, Scates, Gildersleeve and 
already built and owned by the merchant. If the Rogers. The Wholesalers by Messrs. Carpenter, 
pinch comes look for a searching of closets for old Brand, Merritt and Tuttle. The Salesmen by Messrs. 








John R. Garside, New York, N. Y. 
W. S. McKenzie, Cincinnati, Ohio 


Herman Meyer, Philadelphia, Pa. 
Frank S. Farnum, Brockton, Mass. 
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: National Boot and Shoe Manufacturers’ Association 

Officers Elected 

: President— Executive Committee, for two years— 

: John S. Kent, Brockton, Mass. Fred B. Rice, Boston, Mass. 

: Vice-Presidents— J. Frank McElwain, Boston, Mass. 

: Elmer J. Bliss, Boston, Mass. Henry W. Cook, Syracuse, N. Y. 

: Oscar C. Davis, Brockton, Mass. Frank J. Bradley, Haverhill, Mass. 


C. H. Alden, Abington, Mass. 
Honorary Vice-Presidents— 

John H. Hanan, Brooklyn, N. Y. 

Hon Aaron S. Kreider, Annville, Pa. 

Edgar P. Reed, Rochester, N. Y. 
Treasurer— 

Herbert P. Gleason, Newark, N. J. 
Secretary— 

Sol Wile, Rochester, N. Y. 
Executive Committee, for one year— 

H. E. Slayton, Manchester, N. H. 

L. H. Downs, Haverhill, Mass. 

E. F. Carpenter, Holland, Mich. 

Alfred W. Donovan, Rockland, Mass. 

P. E. Selby, Portsmouth, Ohio 

Frank R. Briggs, Boston, Mass. 

Jas. B. Banister, Newark, N. J. 

A. J. Sweet, Auburn, Me. 


Benedict, Macomber and Hart. The publicity com- 
mittee for the ensuing year is composed of Arthur 
Burt for the Merchants, A. I. Benedict for the Sales- 
men; E. P.Tuttle for the Wholesalers; and Elmer 
J. Bliss for the Manufacturers. Their report is given 
elsewhere in this issue. 


High-Notes in Pres. Kent’s Address 


The most important paragraphs in President Kent’s 
remarks are: The steady advance in price of leather 
during 1916 has been the cause of anxiety to leather 
men and shoe men. The strength of the market has 
at times been severely tested, but the actual scarcity 
of hides and skins and the enormous demand for raw 
materials as well as finished leather seem to warrant 
the high prices that prevail all over the world. 

The fact that some of the largest and best informed 
tanners of sole leather in this country are today 
buying hides as fast as they are offered shows their 
confidence in being able to sell Union leather at 90 
cents to 95 cents per pound—for that is what leather 
will cost based on the price of hides they are buying. 

Hides in South America in January mean sole 
leather for delivery to shoe manufacturers in the 
United States in September. It looks as if the 
regular demands of the shoe trade in this country, 


Irwin M. Krohn, Cincinnati, Ohio 
Milton S. Florsheim, Chicago, Ill. 


Executive Committee, for three years— 
John A. Bush, St. Louis, Mo. 
George R. Harsh, Milwaukee, Wis. 
Arthur E. Spencer, Boston, Mass. 
J. E. Tilt, Chicago, Il. 
R. P Hazzard, Gardiner, Me. 
Chester Eaton, Brockton, Mass. 
Fred Emerson, Auburn, N. Y. 
John W. Craddock, Lynchburg, Va. 
For Councilor and Delegate tothe National 
Chamber of Commerce of the United 


States of America— 
Hon. A. S. Kreider, Annville, Pa. 


Jan. 16th, 1918 


Date of next Convention 





together with the requirements of England for war 
shoe contracts, will clean up the supply as soon as it 
is in sight and that prices will not be lowered. 


Comparison of Prices 


A brief comparison of prices of a few staple leathers 
in January, 1916 and January 1917, will make plain 
the increase during the last twelve months. The 
figures represent actual price paid by manufacturers 
at times mentioned: 


Per Cent 

Jan. 1916 Jan. 1917 Advance 
Union Sole Leather.... .42 .80 90 
ee .75 112 
Colored Calf.......... 34 .80 135 
eee .24 .70 191 
Colored Kid........... .30 .80 166 
| re 34 .60 78 
Petes Hee............ .65 85 
Glazed Kangaroo...... 35 75 112 
Black Side Leather .... .26 50 96 
Colored Side Leather .. .28 55 98 


The advance in price of leather seems in the main 
legitimate and is based on scarcity and high price 
of hides and skins and increased cost of labor and 
tanning materials. 
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Another factor in high prices of leather is the 
leather buyer who has not only bid against his com- 
petitors for the stock he needed, but has frequently 
bid against himself by offering more than was asked 
for future deliveries. 

The old masters of markets, ‘““Supply and Demand,” 
are working overtime under unprecedented world 
conditions. 

There is nothing in sight to show that prices of 
leather and other materials will be lower in the near 
future. There is every reason to believe that the 
wonderful prosperity of our country will continue 
during 1917. There is no reason why manufacturers 
or retailers should speculate in leather or shoes, or 
why one should expect the other to do so. Buy 
what you can afford to own, and be governed by 
what your customers demand. 

The growing conversatism of buyers is a healthy 
sign and may have a tendency to check further 
radical advances in a market that has been at fever 
heat for more than a year. 

It is impossible to see at this time where an ade- 
quate supply of hides and skins is to come from to 
make prices of leather any lower than today’s quo- 
tations. 

Hesitation With Peace Rumors 


Recent peace talk has caused hesitation for a few 
days but the record of the past twelve months shows 
that after every halt a firm advance has followed and 
prices have reached a higher level. Undoubtedly 
the end of the period of increasing cost will come 
but it is yot yet in sight. 

Every manufacturer, wholesaler and retailer of 
shoes should study the situation carefully and act 
upon his own judgment. One of the best authorities 
I know says: 

“The Government statistics of the world on live 
stock shows that the raising of cattle has not kept 
pace with the population of the different countries 
for some years, and the needs for cattle for beef 
purposes are not so urgent, as the consumers are 
feeding more on cereals than they did in former 
years; therefore, for beef requirements we do not 
need the amount of cattle we formerly did, and the 
world will never produce them on as large a scale as 
it did previous to 1900.” 

Cattle raising in this country is not profitable. 
Grain is too valuable to feed into cattle. Our growing 
population has less leather to use each year. The 
only relief in sight is the introduction of new materials 
into shoes. We cannot increase the supply of skins 
and hides for leather, but we can create a demand 
for other materials for shoes and thus relieve what 
threatens to be a most critical market condition. 


Save Millions to Public 


I do not advocate the use of materials other than 
leather except when such use does not cause a lower- 
ing of the accepted standards of durability, comfort 
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and appearance. Fibre soles and heels can be used 
to advantage to the wearer in a majority of all the 
shoes made. Cloth tops can be used to replace 
leather in a very large proportion of dress and street 
shoes. If we could reduce the area of leather used 
for uppers from 3 feet to 134 feet by the use of cloth 
tops in a large percentage of the shoes we make, it 
would materially assist in steadying the leather market. 
Cloth has not been used extensively in uppers in 
shoes because leather has been cheap and the neces- 
sity for fabrics did not exist. 

If the wearers of shoes are willing to turn from 
the beaten path and use shoes made wholly or in 
part of other materials than leather it will mean the 
saving of millions of dollars annually in the cost of 
footwear. It will mean the invention of new materials 
and new processes; the development of new ideas 
in economy and comfort; the possibility of styles now 
unthought of and the creation of an artistry in shoe- 
making of which we have not dreamed. 


Recommendations of Conference 
Committee 


Representative Merchants, Manufacturers, 
Wholesalers and Salesmen Meet—Their 
Official Statement 


Your Committee of the conference meeting regrets 
that it was without sufficient statistics upon which to 
base an opinion as to stocks of merchandise in pos- 
session of manufacturers, wholesalers and retailers. 
The consensus of the meeting, however, indicated 
that the quantity of stocks on hand is about normal, 
while in value they are very materially higher than a 
year ago, and if present conditions continue, buying 
will continue. 

Savings institutions throughout the country show 
very large increases in deposits, while at the same 
time in industrial centers the purchasing power of 
the consumer has been very materially increased 
during the past year, due to a higher wage generally 
to labor. 

No reason for a change in the general prosperity 
of the country is apparent, and assuming that the 
purchasing power of the individual will not be cur- 
tailed during the next six months there should be no 
diminution in business. ; 

To preserve a just balance in the cost of materials 
in the construction of shoes, we strongly recommend 
the use of commodities other than leather, whose 
wearing qualities and adaptability have been proven, 
and that do not cause the lowering of accepted 
standards of durability, comfort and appearance. 

We recommend the same spirit of progressive con- 
servatism be continued that has prevailed with 
manufacturers, wholesalers and retailers during the 
past year, and that any movement towards specula- 
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tive, injudicious or inappropriate buying be dis- 
couraged. ; 
ELMER J. BLISS 
Representing the National Shoe Manufacturers’ Assn. 
Representing the National Shoe Manufacturers Assn. 
EDWARD P. TUTTLE 
Representing the National Shoe Wholesalers’ Assn. 
ARTHUR BURT 
Representing the National Shoe Retailers’ Assn. 
ARTHUR J. BENEDICT 
Representing the National Shoe Travelers’ Assn. 


Action of Executive Committee 


The Executive Committee, at its meeting yester- 
day, elected to membership in this Association the 
“Hamilton Brown Shoe Co. and the International 
Shoe Co., both of St. Louis, Mo.; Sears, Roebuck & 
Co., of Chicago, IIl., and Plant Bros. & Co., of Man- 
chester, N. H. 

It received the reports of the Committees on Fire 
Prevention and Accidents, on Credits, on Currency 
and Banking, on Workmen’s Compensation, on Legis- 
lation, and on Trade Extension, and ordered the 
same to be filed with the proceedings of this Con- 
vention. 

It approved the suggestions of the Committee on 
Trade Extension, to the effect, 

That our Federal Government be urged to im- 
prove the efficiency of the consular service, that our 
exporters may be aided in every possible way in the 
extension of foreign trade; 

That legislation be had to establish a flexible and 
bargaining tariff, in anticipation of economic con- 
ditions which are sure to prevail at the end of the 
European war; 

That the Departments of State and Commerce be 
urged to use every effort to prevent further increases 
in South American shoe tariffs, and to endeavor to have 
existing tariffs reduced to a reasonable figure; 

That the United States should have a merchant 
marine sufficient to transport to foreign markets the 
produce of her soil and the products of her factories; 

That such legislation be had to prevent. discrimina- 
tion against American shippers by foreign steamship 
companies quoting cheaper rates in their own coun- 
tries than in the United States. 

It concurred in the suggestion of the Committee 
on Legislation that representations be made to the 
Federal Government for the protection of the Ameri- 
can shoe industry by the enactment of a tariff on 
shoes to the extent of the wage differential of the 
American over the foreign workingman. 


New York Travelers’ Association 
The Boot and Shoe Travelers’ Association of New 
York held their twelfth annual banquet at the Hotel 
Biltmore, Monday, January 15. The banquet was 
by far the finest in the history of the Association. 
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The speaker of the evening was John S. Kent, 
president of the National Boot and Shoe Manu- 
facturers’ Association. 

The entertainment and presentation features kept 
the members and their guests in attendance well 
after midnight. : 

In the election held a short time prior to the ban- 
quet the following officers were selected: 

L. C. Hart, president; John Baxter, first vice 
president; F. W. Skinner, second vice-president; S. A. 
Macomber, secretary and treasurer. And the fol- 
lowing directors: C. A. Kirkendall, M. A. Warde, and 
W. S. Weil. 


Billy Ahearn Dead 


San Francisco (By Telegraph) William J. Ahearn, 
editor and publisher of the Pacific Coast Shoe Re- 
porter, passed away Tuesday, January 16th, after 
a year’s severe illness. He slightly recovered in the 





THE LATE WM. J. AHEARN 


Fall, but it was known that he could not live and 
the end was expected almost daily. 

Mr. Ahearn started in San Francisco ‘‘on the 
floor” and rose in the ranks to buyer and manager 
in one of the big department stores. Having a natural 
bent for writing on trade topics he conceived the 
idea of the publication for the trade on the Pacific 
Coast. It met with popular success for “Billy”? was 
known to salesmen and buyers up and down the coast. 
The publication reflected ‘Billy’ in every sense and 
as a business proposition it showed his wonderful pow- 
ers as a salesman, for he made but one trip a year to 
the East to visit his clients. 

“Billy” was a close and intimate friend of the 
members of the “Recorder” staff and they all join 
in paying tribute to his memory and in sympathy 
to his wife and family. 
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The Tour of the West 


Ovation on Ovation and Banquet After Banquet Tendered the Party of 
New England Shoe Manufacturers and Merchants 


VN have told with modest brevity of 
yy 7) the triumphant progress of the New 
y Vv England party on their mission of 
Y V nationalizing the shoe industry. So 
in chronological order having cov- 
IRS Ses OPS ered the story of Rochester, Cin- 

cinnati and St. Louis comes the 
center of Chicago, visited January 







great shoe 


11th. 


Bright and early the party arrived, full of “pep” 
and ready for work. At the La Salle a breezy delega- 
tion arranged the preliminaries and before long the 
party split into groups of ten for inspection of the 
factories of J. P. Smith & Co., and J. E. Tilt Shoe Co., 
Levie Shoe Co., and the Florsheim Shoe Co. These 
factory visits are something more than superficial 
visits. The men seek information and impart it. 
The advantage to both is apparent and this exchange 
of ideas feature alone should prove to be a means of 
more economical construction of shoes as well as 
better service to the merchant. 


A speedy drive to the Sears-Roebuck plants and 
an inspection of the methods of handling and- dis- 
tribution of close to fifteen million dollars’ worth of 
shoes per year were explained by Frank Case. At 
luncheon the party was the guests of Julius Rosenwald. 


Guests of Commerce Association 


Embarking once again in the ever-attending taxis 
the party arrived at the La Salle in time to get ready 
for the Banquet tendered the visiting New England 
Shoe Manufacturers by sub-division No. 3 of the 
Association of Commerce. This division is composed 
of shoemen and is one of the most active in Chicago. 
The committee in charge included H. F. Andrews, 
who served as Toastmaster; Harold Wilder, Wilder 
Co.; I. Rosenbach, Rosenbach Shoe Co.; Joseph 
Tilt, J. E. Tilt Shoe Co.; Robert Smith, J. P. Smith 
Shoe Co.; Milton Florsheim; Florsheim Shoe Co.; 
H. A. Lewis; Levie Shoe Co.; I. Crossman; Flexible 
Shoe Co.; F. H. Rhodes, H. F. C. Dovenmuehle; 
Austin Selz, Selz Schaub Co.; Frank King; C. F. 
Barstow, Whitcomb Shoe Co.; and S. S. Newell. 
As fine a menu was served with wines as ever a shoe 
bunch sat down to. The post banquet features 
showed the speechmaking ability of both hosts and 
guests. H. F. Andrews in opening the talks ex- 
pressed the idea that the trips might be of a yearly 
character and that West might shortly visit the 
East for the benefit of both. He introduced John 
O’Leary, President of the Association of Commerce 
who said in part: 


‘““You have I hoped gleaned the secret of Chicago, it is 
‘looking ahead.’ That is the spirit of our city. I hope 
you have found us a people with warm hearts and I 
welcome you in the behalf of a very important part of 
our Chicago industry. Incidentally you have as a 
trade reached a high pinnacle of fame. You have meri- 
ted the pen of the cartoonist and you are daily seen 
in connection with some humorous shaft aimed at 
the High Cost of Footwear, in company with the cor- 
pulent form of the trusts of all sorts—but withal style 
and footwear are what the people want.” 


The next speaker, Harry W. Wheeler, the first 
president of the National Chamber of Commerce, 
said: 

Highlights of Speaker’s Ideas 


“‘All of the West owes much to the East. For your 
contribution to the success of the West we have often 
given thanks. Now the time has come for wise men to 
come out of the West and I think you will find that 

“many of our best men are making good back East. The 
time is fast approaching when unity of interests of 
West and East will be the means of protecting our in- 

. dustries from the flooding of our markets with goods 
built on standards so much lower than ours as to cause 
grave danger to our industrial and social development. 
It will take the wisest of men to determine the degree 
of protection necessary to preserve the type of civiliza- 
tion so essential to American development. Follow 
with attention the workings of Congress and the Com- 
missions in the months to come.” 


John S. Kent in opening his remarks explained the 
origin of the “Hannah Dustin whisper” and forth- 
with it was given with lusty cheers. Now as Mr. 
Kent averaged two speeches a day and each of 
them different, for he explained he did not want to 
permit any of the visiting party to betray lack of 
attention in the presence of hosts, we forbear 
printing them all and summarize his telling hits in 
the following: 


**A New Spirit in Industry” 


“This visit of the shoe manufacturers of the East 
typifies a new spirit in the industry. It may prove to 
be the means of bringing about a National unity of the 
industry and it is bound to make us better acquainted 
under the new plan of co-operative competition. We 
have found in the older sections of the country that all 
of the good things do not therein exist; that there are 
ideas to be had by mixing with men in other sections 
of the country. We congratulate you of the West 
and note the strides ahead you have made and the re- 
markable development of your business. We want to 
stand with you and work for the nationalization of 
our industry to meet the terrible competition that is 
sure to come at the end of this great war. We are 
not afraid in the East, of losing our volume of trade, 
but we do see that we are not getting the greatest 
potential possibilities out of our businesses. We admire 


the way you conduct your businesses and how you go 
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Now Returned from Visits to 


Rochester, Cincinnati, St. Louis, Chicago, Milwaukee, Akron, Pittsburgh, New Y ork City 


ALFRED W. DONOVAN, Rockland, Mass. 
E. T. Wright & Co. 

JOHN S. KENT, Brockton, Mass. Treasurer, M. A. Pack- 
ard Co. President, National Boot and Shoe Manufacturers’ 
Association. 

W. H. BUTLER, Haverhill, Mass. Butler & Haseltine, 
President, Haverhill Shoe Manufacturers’ Association. 

GEORGE W. DOBBINS, Haverhill, Mass. Witherell & 
Dobbins. 

HARRY F. TAYLOR, Haverhill, Mass. Chas. K. Fox, Inc. 

FREDERICK P. LIBERTY, Haverhill, Mass. Treasurer, 
Liberty-Durgin, Inc. 

JOACHIM RICKARD, Haverhill, Mass. 
x0. 

SHERMAN H. HASELTINE, Haverhill, Mass. Haseltine 
& Colby. 

CLARENCE E. HASTINGS, Haverhill, Mass. Superinten- 
dent. 

F. A. BREWSTER, Haverhill, Mass. J. H. Winchell & Co. 

S. H. MARSHALL, Haverhill, Mass. Emery & Marshall 
Co. 


President, 


Rickard Shoe 


H. C. BECKMAN, Brockton, Mass. General Superin- 
tendent, W. L. Douglas Shoe Co. 

FRANK S. FARNUM, Brockton, Mass. President, 
Churchill & Alden Co. 

M. E. HAYWARD, Brockton, Mass. Superintendent, 


Preston B. Keith Shoe Co. 


P. B. EVANS, Wakefield, Mass. 
Evans & Son Co. 

FRANK STETSON, Lynn, Mass. Secretary, Watson Shoe 
Co. 

HAROLD PINGREE, Newburyport, Mass. 

B. N. JONES, Newburyport, Mass. Nathan D. Dodge 
Shoe Co. 

Cc. H. NICHOLS, Auburn, Me. 
Lunn & Sweet Shoe Co. 

T. E. CUNNINGHAM, Manchester, N. H. Vice-President, 
F. M. Hoyt Shoe Co. 

J. B. HOLMES, Boston, Mass. Regal Shoe Co. 

CHAS. T. CAHILL, Boston, Mass. Publicity Manager, 
United Shoe Machinery Co. 

EDWARD COX, Boston, Mass. Manager, United Last Co. 

A. B. BUTMAN, Boston, Mass. Jacobsen Publishing Co. 

HOLLIS B. SCATES, Boston, Mass. Manager, Shoe Divi- 
sion, Wm. Filene’s Sons Co. 

Cc. A. BROWN, Rutland, Vt. Clauson Shoe Co. President, 
Vermont Shoe Retailers’ Association. 

F. E. BALLOU, Providence, R. I. President, F. E. Bal- 
lou Co. President, Rhode Island Shoe Retailers‘ Association. 

BASIL GAVIN, South Boston, Mass. 

EVERIT B. TERHUNE, Treasurer and General Manager, 

GEORGE W. R. HILL, Vice-President, 

ARTHUR D. ANDERSON, Editor ‘‘Boot and Shoe Re- 


corder.”’ 


Vice-President, L. B. 


General Superintendent, 


after trade. You are not satisfied and you have the 
spirit and desire of doing better every day.” 


Merchandising Problem Dominates 


Alfred W. Donovan has that sort of sunny voice 
that keeps an audience in a state of happy mental 
absorption. What he says gets there pleasingly. 
We quote him: 


“What is happening tonight ought to have been a 
reality a generation ago. On this tour we have learned 
that the process of manufacturing shoes is but thirty 
per cent of the problem and that seventy per cent 
goes into the methods of merchandising and distribu- 
tion. We can learn many a lesson in merchandising 
from the West. What we need to put back of our 
goods is Courage—the courage of our convictions. 
Have we all taken due notice of the new era dawning 
in the industry? The element of style has introduced 
a new and delightful phase into our businesses. We 
must study the place of style in footwear and the 
trend of style in dress. What is the knowledge of the 
trade on style fitness? I like that work-fitness—and 
I do think the time has come for a change of terminology 
to properly express that something which goes into a 
shoe other than materials and that makes it command 
a better price. First profits if you please but then 
as second item the price the customer ought to pay for 
Style. Let’s capitalize it. It is up to the East and 


West and North and South to establish a basis for get- 
ting paid for the style put into modern footwear.” 


The Development of Vision 


Frank S. Farnum, speaker for Brockton, explained 
that he “‘was breaking a life long tradition namely, 
‘shoemaker stick to your last.’ ”’ 


“The problems of shoemaking are today very com- 
plex and keep us at home looking out for them. Here 
in the West you don’t stick so close and you have develop- 
ed vision and I think youare believersin the doctrine ‘do 
something and if you are still unhappy do something 
more.’ On this trip we have improved our practical 
education and have learned most of all that shoe men 
are all working on the basis of fair and if I might say it 
friendly competition.” 


W. H. Butler for Haverhill said: 


“‘We are proud to come into the West and to gather 
inspiration from you. I speak for some of the young 
men who on this trip will glean helps to them in mak- 
ing possible greater successes. When the timecomesfor 
Nationalization of the industry Haverhill will be there. 
We thank you for the opportunity of learning to know 
you better.” 


Everit B. Terhune, director of the tour, emphasized 
time and time again the fact that vision and imagina- 
tion leads to all great results and accomplishments. 


“This tour covering nearly 4000 miles is so ar- 
ranged as to permit men to study methods of manu- 
facture, and as distance is a relative question to bring 
closer the East and the West. I believe firmly that 
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we are facing a future hemmed in with serious prob- 
lems and that a co-ordination of our work will result 
in great benefit to the entire affair.” 


Better Business Ideas 

While in Chicago at this banquet Lewis Florsheim 
brought up the suggestion for an industrial study of 
costs of doing business and the feasibility of produc- 
ing a uniform cost system, a minimum wage system 
and the standardization of many conditions in shoe 
manufacture. Mr. O’Brien of Selz Schaub Com- 
pany said it would not be a bad plan to start some- 
thing to emphasize the importance of developing a 
tariff rate sufficient to cover the needs of our industry 
so as to keep our business on a fair plan for the benefit 
of our workmen and our business. 

The above in brief summarized the thoughts ex- 
pressed in the speeches made not only at Chicago, 
but in other centers. 

Milwaukee Tanneries and Factories 

Early the next morning the party entrained for the 
two hour run to Milwaukee. At the station they 
were met by the delegation and after being photo- 
graphed were taken in automobiles to the tannery of 
Pfister & Vogel. Here they were greeted by 
August Vogel and taken for an inspection of labora- 
tories and the many processes through which leather 
goes from the raw state to the finished product. 
Questions asked were limited only by the fact that 
luncheon time was approaching. At Hotel Pfister 
the party was entertained in royal fashion and 
speeches were made by toastmaster, August Vogel, 
President John S. Kent, Alfred W. Donovan, Frank 
S. Farnum, W. H. Butler, Everit B. Terhune and 
George R. Harsh. 

In the afternoon inspection was made of the factory 
of F. Mayer Boot & Shoe Company and the Mil- 
waukee Patent Leather Co. The banquet was 
scheduled for an early hour for the party had to return 
to Chicago. The banquet was held at the Hotel 
Pfister with every chair in the big room occupied. 
Entertainment in Milwaukee is done on a high 
scale and not only did the hosts do the honors at the 
hotel, but escorted the party around inasmuch as 
the train was an hour late. 


Akron Industry Examined 

The short run to Chicago and the night’s ride to 
Akron were covered in fair time. At Akron the 
automobiles were ready and the party was taken to 
the administrative buildings of the Goodyear Tire 
and Rubber Co. for breakfast. After an inspection 
of the huge rooms used for the building of Neolin 
soles and heels, the party was tendered a dinner in the 
restaurant of the Goodyear Tire & Rubber Company. 
Remarks were made by the regular speakers of the 
tour and also by I. R. Bailey; P. W. Litchfield, 
and President F. A. Seiberling, president of the 
Goodyear Tire & Rubber Company. Hollis B. 


Scates of the New Engiand party emphasized the 
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fact that the trade was searching for alternates for 
leather, not only for soles, but for other parts of the 
shoe, and made a number of pertinent suggestions. 

The party then jumped into autos and went to the 
home of F. A. Seiberling in the suburbs of Akron. 
This charming estate has as its dominating feature 
Stan Hywet Hall, a mansion in Tudor architecture. 
Not only were the guests permitted to inspect the 
beautiful home with its wonderful interior decorations, 
paintings, but such modern conveniences as an indoor 
tennis court and gymnasium, bowling alley, swim- 
ming pool, etc. Mr. Seiberling played two charming 
selections on the organ in his great hall. As one man 
expressed it “the party had inspected the industries 
of the West, and that here they saw the fruits of such 
industry.” 

**Experience Meeting”’ in Pittsburgh 

The trip to Pittsburgh was made the more interest- 
ing by the holding of an Experience Meeting. This 
was called by Mr. Terhune and the various members 
of the party gave their impressions of the benefits 
which they had derived from the trip. These we 
will enumerate in an early issue. 

Arriving at Pittsburgh the party took automobiles 
for an inspection of industrial activities of that city, 
for it is a known fact that the iron and steel trade 
centering in Pittsburg serves as barometer of pros- 
perity. Under the direction of W. M. Laird, Jr. the 
party was acquainted with the system and methods 
of conducting the William Penn Hotel. This side- 
light was included in the program for often-times 
ideas can be gleaned from businesses far remote from 
the making and merchandising of shoes. 


**End of a Perfect Tour’’ 

On returning to the train a practical joke was made 
the means of having Everit B. Terhune assemble the 
party as if to continue the Experience Meeting. 
Some of the party acted like insurgents and so cleverly 
was the plot laid that for a moment Mr. Terhune 
thought the party was being disrupted, but the 
mood of the men changed instanter and President 
John S. Kent in well-chosen words presented Mr. 
Terhune with a gold watch, chain and knife in behalf 
of the party and in token of his successful connection 
of the tour. When the “Hannah Dustin whispers” 
subsided Mr. Terhune had forgotten all the clever 
things which usually punctuate his speeches, and in 
acknowledgment of the handsome testimonial thanked 
each man individually. It was a railroad time piece 
and it was set on Eastern time and in the few short 
night hours of the run to New York city, the trip was 
turned into history, part of which is given here. 
and more of it is to be bound up into book form, 
and orally it is to be the topic of much discussion 
in years to come. Tosum up—the trip exceeded the 
expectations of even the man who had the vision to 
create it—Everit B. Terhune, treasurer and general 
manager of the “Boot and Shoe Recorder.” 
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Spirited Controversy on Shoe Materials 


The Emphatic Words of President McGowin at the Cincinnati Convention 
of the National Shoe Retailers’ Association Ought to Be 
Read by Every Member of the Trade 


Following the speech by C. F. C. Stout on the upper leather situation, which appeared in the ‘Recorder’ 
last week, in which he made several strong statements on the merits of kid, President A. C. McGowin arose and 
had the following to say. (We follow with extracts from the stenographic report, so that each merchant can get 
the same impressions of the conduct of the Convention as those who were present:) 


PRESIDENT McGOWIN—It would ill become me to 
criticise Mr. Stout’s talk. I don’t know that there is a man 
in the United States today better fitted to hammer the life out 
of some of his statements than myself; because there is no man 
in the United States that has been as consistent a friend of the 
glazed kid manufacturers of the United States as myself. This 
they have acknowledged privately and publicly during many 
conventions of their own. 

In many private business conferences they have called for 
my judgment and when I made the statement the first or second 
year after glazed kid was perfected so that it was salable under 
the new chromic process that the day will come when we would 
not import a single foot of French kid to make women’s fine 
shoes from, but would export hundreds of thousands of feet 
instead, I was ridiculed and howled down in their own meetings, 
and so I can say what I please about them, without them feeling 
that I am anything other than their friend. 

I am not going to inflict on you at this time just what we 
have te say to combat Mr. Stout’s statement, but I trust he 
will stay with us long enough and get enlightened a little bit 
about what shoes can be made from other than side leather, 
calfskin, or glazed kid. (Applause). 


No Leather Like Kid 


Yet, I have stood on my feet and been just as emphatic that 
there was no leather on the face of the earth for city wear, for 
country wear, in all its directions except plowing or ditch- 
digging, as was glazed kid; better-looking, more serviceable, 
and more comfortable than any other leather. 

MR. STOUT—In my remarks about glazed kid I didn’t 
say once that a leatherless shoe could not be built, in 
fact, I said that other materials than leather should be 
used. What I did say was that a shoe wasn’t made to put in 
your carton or in your window; it was made for service and 
any man at all who says that a shoe constructed of cloth will 
stand the elements as well as kid is lending himself to an un- 
truth! I stick by that assertion absolutely. (Applause). 


When to Use Cloth 


Now, if we have to use cloth, let’s use it honestly; I want to 
call your attention to something I spoke about,—the irrelevant 
way in which styles have been copied. Who in the Lord ever 
made a shoe out of green plush first? Now you gentlemen don’t 
have to go back many years to my mind to find a day when you 
would go into a shoe factory and you would see green, purple, 
yellow, white plush shoes, and the whole shoe made of it, and 
the leather man was starving to death; that’s an absolute fact. 
What happened? I venture to say that Dun’s and Brad- 


street’s will say that there were more people in the retail shoe 
business failed in 1911 and 1912 than ever before, and there were 
never so many carloads of shoes shipped back to Lynn in the 
history of the business. What does it all accomplish? 

The only thing I have said here, gentlemen, is that if you use 
cloth, use it where it belongs, and tell the truth about it. (Ap- 
plause). 


And tell the truth about your kid. That's the point. 


My friend, McGowin, and I have been friends for years; all he 
has said is more than so; he stood up for kid, Lord knows, when 
most of you gentlemen didn’t know what kid was, or some of 
your salespeople didn’t. But you know after all McGowin’s 
cute about that. He got kid pretty cheap then, and there 
was a good chance in it; now he wants to get something he can 
get a chance at again. Now he is telling you how he makes 
some money, and I am talking about business morals and 
ethics; that’s the difference. 


Taking the Acid Test 


PRESIDENT McGOWIN—Gentlemen, I will take the acid 
test every time when it comes between the business ethics and 
morals, as practiced by the glazed kid people—not all of them 
—and as practiced by you men whom I represent, and to make 
it more personal, as practiced by myself. I was in the shoe 
business twenty-odd years before I went where I am today, 
and when I went there thinks I, “You have to stand up so 
straight, you will almost fall backward,’ but I want to say to 
you, that the practices in the house that I represent in an humble 
fashion don’t need to have any preachment from any individual 
or any organization in the world, and I could not belong to that 
organization, and be with it thirty-odd years without (in spite 
of any tricks of the trade that I had formerly) absorbing some 
of the wealth of high-class business ethics and morality. 


Killing an Old Shop-Worn Adage 


But just let Stout stay with us a little while, till we come to 
the question of materials other than leather for shoes and we will 
convince him not that we need his leather less in footage, but 
only in price, and we will get it less in that direction. We 
need the public to learn the one thing that the old adage that 
“there is nothing like leather” does not apply tothe manufacturer 
of shoes. 

I can’t help but take this minute to call your attention to this 


' man’s shoe, good-looking, black, looks like calfskin or kid dull 


glazed; there isn’t an inch of leather, there is not anything in 
the whole shoe that is leather; it is all something else, so I am 
told; I haven’t looked at it. 

It will be passed around to you to see, and it is being sold by 
one of our courageous men that believes in it, and knows how to 
make profit—why, confound it, he could buy the city of Cin- 
cinnati, this man, Jimmie Orr, and he made it all in shoes. 
But Jimmie Orr had the sand and courage to take space and 
spend his valuable savings in the newspapers yesterday, stating 
that he was showing for the observation of his customers two 
shoes for men that were made entirely of materials other than 
leather. ; 

So much for this, but the public’s attention is going to be 
called to the fact that some of the statements made by leather 
manufacturers are decidedly untrue—not such men as Mr. 
Stout, not real representatives of the Morocco Men’s National 
Association. 

MR. STOUT—I thoroughly agree with that, Mr. McGowin. 

PRESIDENT McGOWIN—And we are going to correct 
them absolutely, with the truth. 
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their incomes for shoes. 


It does not take any stretch of the imagination to see that there is represented in 
a pair of kid shoes infinitely more value for the prices that are being asked, even to- 
day, than there is in practically any other necessity of raiment, and in the economic 
exhaustion that is at hand the people can afford to appropriate a larger percentage of 


Jan. 20, 1917 





' 


I have it brought to my attention practically every week that there will be a propaganda out to “knock kid,” and 


substitute cloth. 


by without knocking the spirit that is expressed in that expression “knocking kid.” 


I am here today to praise kid, and not to “‘knock cloth’’; but I do not wish to let this opportunity go 


There has never been a leather 


manufactured that has been so fine, so beautiful and so adaptable for making the highest class of shoes as glazed, colored 


and mat kids. 


No shoemaker works anything with more satisfaction and less trouble; no retailer sells a pair of shoes 


that gives better satisfaction for wear or fits the ankle, or makes a more handsome or more serviceable article to trade 


in, than this superlative leather. 
it, including the consumer. 


Mr. Stout in Friendly Rebuttal 


MR. McGOWIN—So why leather for shoes? There are a 
lot of wooden shoes, good ones too; there are a lot of fibre shoes 
used in Japan and in China, very crude, knitted from grass and 
straws into good well-wearing shoes, and good looking because 
they give the feet a chance to show themselves. But I think 
it would be entirely unfair to Mr. Stout, and I hope you will 
bear with him in any statement he made, because after he gets 
out of the hall I will say a lot of things against it, I think it would 
be entirely unfair to Mr. Stout not to give him a chance to 
answer your President back. He will only consume a few 
minutes and then we will go with the substitutes for glazed 
kid, that some of you gentlemen have to speak about. Mr. 
Stout has to make a train for Philadelphia, and I want to thank 
him on behalf of our Association in the heartiest fashion. He 
left Philadelphia at 7.49 last night, and arrived here just before 
he made his little talk. He is going back there tonight, and I 
think he deserves the thanks of our organization in the heartiest 
fashion for his devotion in the interests of not only our trade, 
but his own. (Applause). 

MR. STOUT—I don’t like to be very much in evidence, but 
it seems to me I am the only man here to act as sponsor for 
leather, and there have been a great many gentlemen who 
got up who came here with the direct purpose of talking sub- 
stitutes. 

The Basis of His Opinions 

Now, what I said to you this morning in my address will be 
published in the papers, and there is not one line of that that 
I do not stand by absolutely, and I challenge anybody to refute 
it. Some of you may not have caught my full meaning, and 
I would like to make that clear. When I spoke of cloth, I 
said “Jf I said to the shoe manufacturers you could not make a 
handsome shoe of cloth or substitutes, I would be lending my judg- 
ment to that which was not so.” But I said a shoe is make for 
service, not made for your show window alone, or the carton, 
it is made for service, and looking at it in that light, how much 
service do you give for each dollar that is embraced in a pair of 
shoes? Now don’t misunderstand your good president and 
myself, because we are the best of friends. He is one of the best 
friends I have, he is one of the best friends of glazed kid I know of. 
We like to cross each other once in a while, when we get talking we 
can’t help it, but it is all forgotten afterwards. 


Footage of Leathers Today 


‘ He produced a couple of pairs of shoes here that he held up 
to you and showed you, which were just as I said, lovely looking 
shoes, nobody could criticize that. He told you he took about 


" good. 


I consider it worthy of the highest regard from every one that has anything to do with 


C. F. C. STO UT, 


President Morocco Manufacturers’ Association, 
Before N.S.R.A. Convention 








six feet of leather to make them. A six inch shoe takes just two 
and three-quarters feet of glazed kid to make them. They 
figure three feet. For every inch above that they take a half 
of a foot of leather, and in an eight inch boot they take four 
feet. Now those are not idle statements, you can have them 
verified in a thousand different ways, and using that as a basis, 
as I told you, there was not over seventy-five cents or a dollar 
at the outside difference in the cost of a shoe made of cloth, 
providing it was good cloth. I will tell you something about 
that too—and kid leather, providing the rest of the shoe was 
constructed identically the same. Now I stand on that, and if 
that cloth shoe was five dollars, then kid would not cost over 
five seventy-five or six dollars. 


A Lively Little Tilt 


A DELEGATE: May I ask would it be the same in colored 
kid or black kid. 

MR. STOUT—I was referring to black. 

PRESIDENT McGOWIN-—I was referring to the colored. 

MR. STOUT—Well there is a difference, the colored would 
be just twice as much I should say gentlemen, because of the 
fact that there is not over ten per cent of the kid leathers that are 
really suitable to make high-grade colors of, and that is all that 
you can make. 

Keeping Prices “‘On High”’ 

There is no industry in the United States, the steel, the cotton, 
the wool, the copper, the wheat, that.is any bigger industry, 
any more important to the people than the shoe and leather 
industry as a whole, taking you merchants, the manufacturers, 
and the leather men, and why on earth should it be on a low 
plane? Why is there this tremendous antagonism about 
bringing shoes up to where they really belong, when they have 
got value in them. Now I went into values this morning very 


carefully. 
The Merits of Kid—by a Kid Man 


If you pull the thing down you will start something, and the 
first thing you will know all the cloth used will be cotton cloth. 
I know what that will mean. You will get right back where 
you were, when you starved to death, but it will not do us any 
I claim there is not anything like leather to make shoes 
out of at all. There is not anything. You will never have 
anything. There is just enough ventilation-in it to keep your 
feet from sweating, aching and hurting, unless it is patent 
leather. 

In Argument on Advertising 

Now there is only one more thing Mr. President, it is another 

little crack at what your President said, and the only reason 
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that I am bringing it up at all is because the man who is doing 
it is not here to defend himself. Your honored President 
spoke about certain advertisements that are being put into the 
trade journals and the daily papers. They are not my adver- 
tisements. I am not responsible for them, and I don’t want to 
say anything as to their character. I simply want to say this 
one thing, that when it comes to advertising a man spends his 
own money, and I have never heard of any one’s advertise- 
ment being taken up by any association and acted upon. 


PRESIDENT McGOWIN—Oh, Mr. Stout. 
MR. STOUT—I mean adversely. 


Strong Stand on Fraudulent Advertising 


PRESIDENT McGOWIN—Why our Association stands to 
the front today with the Ad Clubs of the World in calling down 
fellows that lie in advertisements. 

MR. STOUT—How about all the baking powder, and the 
foodstuffs, the breakfast foodstuffs? 

PRESIDENT McGOWIN—Your laws take care of that. 
It has got to be pure. 

MR. STOUT—I don’t see any more exaggeration in that 
than regarding leather. That is not the point. I mean— 

PRESIDENT McGOWIN—Don’t you make any mistake, 
pardon my interrupting you, but I want to inform you in the 
states where we have on the statute books laws controlling false 
advertising the National Shoe Retailers’ Association stands in 
the first rank in calling down individually through their legal 
representatives. In the city of Philadelphia in the last two 
months we have written some of the biggest houses there, and 
we have some of the most earnest conferences with their people, 
with assurances, that all they need to have called is their atten- 
tion and proved that their advertising is false, and they will 
mend their ways, because if they don’t mend their ways it is a 
penal offense, subject to fine and imprisonment, both in New 
York State and Pennsylvania— 

MR. EDELSTEIN—And Washington, D. C. 

A DELEGATE—And Ohio. 


Pledged to Create National Ad Law 


PRESIDENT McGOWIN—I don’t know whether there is 
such a law in the state of Ohio, and I want to say the National 
Association has pledged itself in its new by-laws to get such a 
law passed by the Congress of the United States. -We are not 
doing that alone. We are the instruments behind the Chambers 
of Commerce, and we are doing splendid work of that kind. 


Don’t make any mistake, the National Shoe Retailers 
is the biggest organization in this country for the wel- 
fare of the people. (Applause). And when a glazed kid 


man says that the glazed kid is the only thing that 
fits smooth around the ankle, he is saying something 
that he has incorrect information upon. There is no shoe, and 
I challenge anybody here, you shoe fitters, that fitted better 
than a beautifully made cloth button shoe or a lace shoe. You 
know that statement is misleading. 


The Stand of Other Leather Men 


MR. STOUT—You know exactly how I feel about this 
particular thing. You know I have nothing to do with it 
whatever, but I say primarily that a man has-a right to adver- 
tise his wares. If there is a falsehood, a misstatement in that 
that would cause anybody any loss I suppose there is a chance 
of a suit. I simply wanted to say that much. 


MR. STOUT—But the point I want to leave with you is this, 


that the leather trade as a whole wants to keep leather in its: 


right place, which is the most important place in the making of 
shoes. That if substitutes have got to be used in your judg- 
ment you do it wisely and discreetly, and don’t go at it in a way 
that is going to seriously hurt and handicap the entire 
business. 
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Gentlemen, before closing I want to congratulate you upon the 
election of Mr. McGowin as President, and the other officers, 
and that I myself will become, what do you call it? 

PRESIDENT McGOWIN—A sustaining member. 

MR. STOUT—Yes. 

PRESIDENT McGOWIN— You will find the desk right out- 
side there. (Applause). 

It is worth while to listen to a man who believes what he says, 
and therefore, it has been worth while to listen to Mr. Stout. 
He is one of the men who is a representative in our co-operative 
organization. He has done a wonderful amount of good in the 
meetings that were called in 1914, and last year again in Phila- 
delphia, first in New York, and then in Washington City, and I 
think he is the best informed man as to the disadvantages of 


_ keeping leather from going out of the country, and he has steered 


a number of organizations very carefully against trying to get 
our Congress to pass a law of that sort, because it is a question 
of reciprocity between us and the other Governments and we 
have got to overlook some of the arbitrary measures taken, 
which if we were in like straights that the different Govern- 
ments of Europe that are at war are in, I think we would build a 
stone wall about us, and let nothing go out of our country at all, 
and Mr. Stout has been invaluable in his counsels in that direc- 
tion in trying to get all the skins and hides into this country that 
he could, and to do this we have to show reciprocity in selling 
our tanned materials. 


Association Objects Defined 


A Telegram to the N. S. R. A. Convention by MAX SOMMER 
of Sommer & Kaufman, San Francisco 

Recalling now some of the things that have been attempted 
in San ‘Francisco, I think they would if accomplished, be a fair 
measure of the things a local can do for a beginning. 

1. To agree upon a common date for Fall and Spring openings. 
This might be extended to a uniform date for commencing 
seasonal clearance sales. 

2. To regulate and in time abolish the giving of toys and 
trading stamps. , 

3. To adhere to a uniform policy of refusing to exchange 
shoes with buttons reset, heels changed, etc., and not guarantee- 
ing patents, fabrics, French heel shanks, etc. 

4. To regulate the abuse of the exchange and return of mer- 
chandise privilege. This is being attempted in San Francisco 
together with other retail lines. 

5. To co-operate with other mercantile bodies, and especially 
retail organizations on matters of local common interest, so the 
shoemen may, by showing a united front, obtain a fair share of 
any common benefits. 


Dyes and Felt Footwear 


“The shoe trade has been given an erroneous impression 
regarding the dye situation so far as it concerns the felt shoe 
industry,” states L. A. Wolff, sales manager of the shoe depart- 
ment of the Standard Felt Company, West Alhambra, Cali- 
fornia. “It is true that many manufacturers of felt shoes 
have been handicapped by a shortage of dyestuffs but for- 
tunately the Standard Felt Company has at no time during 
the past three years been embarrassed with a shortage of dyes - 
and instead of curtailing the wide list of colors sed in producing 
attractive felt creations, we have been able. to add this year 
ten new distinct shades—Shell Pink, American Beauty, Cham- 


_ oise, Robin Egg Blue, Peacock Blue, Turquoise, Furlona Green, 


Belgium Blue, Burgundy and Sage. 

“The Standard Felt Company is probably the only concern 
in United States that is able at this time to offer such a wide list 
of colors, but this is due to the immense stock of dyestuffs we 
have had on hand and which will be able to carry us through 
until normal conditions are restored.” 
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Business - Building Window Trims 


Continuing the presentation of a series of original and 
practical window displays for shoe stores everywhere 
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be set in the door panels, but behind them 
and in the side panels place dark green cur- 
tains, which will contrast well with the 
framework, which should be painted in gold. 
Before this, the shoe display, of which only a 


skeleton is shown can then be arranged. 


Number Two is frankly a stunt, involving 
no change or addition to the regular back- 
ground. On the background, or preferably 
against the glass, place discs of proper pro- 


portional size, of colored stock, bearing prices 





in white. From these discs bring ribbons 


of the same color forward or back to some 





of the shoes displayed, and the result will 





Number One 


—D” you ever think that a featureless window suggested a 
featureless store—and stick? Take a walk along the street, 

compare your competitors’ windows and your own; then 
put yourself in the shoes of the casual customer and decide which 
store you would enter if influenced by the window display. That 
is the test, and it behooves your own window man to follow these 
pages weekly for the ideas to brighten his presentation of an 


attractive stock. 


The color scheme of Number One may be ‘a gold background, 
with green curtains and floor covering. The background is very 
easily built of fibre or composition board, 
the rising sun effect at the top being cut 


out of a sheet of the same material. Doors 


gain considerable attention. 


In the displays shown in this section each week, only a 
skeleton arrangement of shoes is shown, as a basis on which 
to build the balance of the display. Care should be taken 


to prevent overcrowding as this results in diffusing at- 
tention instead of focussing it, which is the real end to 
be achieved. Do not be afraid of using pedestals and display 
accessories; if you haven’t enough get more; and in building the 
display have the onlookers’ eyes follow the showing from ‘ts 


lowest to its highest point as a_ unit. 

















should be placed on the central pillars, and 





swung partly open, and these may be taken 
from the colonial background shown in the 


*‘Recorder’”’ some weeks ago if you have them 








on hand. Behind these doors, completing 
the background, place a decorated panel of 
fibre board as shown, withascene suited to 


These 
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the season. can be obtained in 




































































stock sizes ready for use, or you can arrange e 
locally for the desired decoration. On ac- 
count of both sides of fibre board panels 


being suited to decoration, this material is 
































the most economical to use. No glass need 


Number Two 
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Card Writers’ Practical Helps 


Designed to help beginners and to make good card men 
better, this weekly series should be followed regularly 











Show Card Writing 


abcdef gh ijk Imnopagrs -uvwxuz $¢ 


HIS week is presented a complete alphabet of the style shown 
in the heading of card number two last week. 


previously presented have been utilitarian; this is more decorative 


and unusual, but can be mastered 
with a little practice and in combina- 
tion with other styles will produce 


cards attractive above the average. 


This is known as a quick single 
stroke alphabet, and is derived from a 
German source, modified for show card 
work, making a rapid and _ easily- 
read decorative card. It is especially 
effective if used in soft colors or tints 
or with capitals in a different color. 
As an example may be cited the use of 
light gray card carrying dark gray 
letters, and light orange capitals out- 
lined in dark gray. The capitals 
here shown can be executed either in 


light outline or solid letters. 


In solid 
with 


letters, these are made 


single strokes of a_ brush, 


are done with a very fine brush or Soennecken pen if the 


letters are to be small in size. 


Alphabets 





while the outline 


Better Show Cards 


The work of show card men 
shown in the ‘‘Recorder’’ in the 
past has helped them _ achieve 
success. In order that the best of 
the current work in shoe stores 
everywhere may be brought to 
light, the ‘‘Recorder’ plans a 
regular exhibit of notable show 
card work. To this end, card 
writers are invited to submit two 
of the best examples of their work, 
under conditions that the ‘‘Re- 
corder”’ will outline. Incidentally, 
there will be ‘‘something in it,”’ 
for producers of any cards of real 
merit who will write for particulars 


to the Show Card Editor. 


letters 


In using other styles of lettering on the same card, care 
should be taken that they harmonize and plain Gothic is the best 
type of letter to use. The single stroke speed pen style could 


also be used, but it is a rule that the 
best cards carry the smallest variety 
in alphabets. 

Attractive color combinations for 
cards are: light green card; dark blue 
letter and purple capitals outlined in 
dark green. 

White card, light green letter; orange 
capitals outlined in green; 

Black card; light blue letter; light 
green capitals outlined in dark blue. 

In using this alphabet, greater at- 
tractiveness can be secured by shading 
the letters a trifle darker than the 
card. This can best be done with a 
liquid solution of gum arabic, no color 
being necessary. In card decoration, 
too, this same solution can be used, 


if the card is not too dark, and a 


decoration now supplanting the conventional scroll is the art 


nouveau effect, consisting of suggestions of petals of flowers, 


with long stems, as shown recently in these pages. 
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Boston Shoe Travelers’ Banquet at Hotel Somerset 


Boston Personalities 


J. B. Piotrouski, of Chippewa Shoe Co., Chippewa, Wis., who 
is visiting Boston market, spent a day at the United Shoe Ma- 
chinery Co. factory at Beverly last week. 


Henry F. Tapley was chosen president of the Lynn Historical 
society the other day. The Tapleys have been in the whole- 
sale shoe trade in Boston for more than a century, and they 
have made history. 

Maj. Ira Vaughan, of Dungan Hood & Co., Philadelphia kid 
leather tanners, is going to Panama for a month’s vacation. He 
was attacked by cold while visiting his Boston office, and has 
been recovering at his home in Philadelphia. 


W. H. Odell of the South Street house of Besse, Osborne & Odell 
plans to leave New York Saturday on a month’s trip to Panama, 
where he will participate in a big Masonic conclave. 


Julius Kallman Co. announce the election to their Board of 
Directors of Hugh R. Newcomb, Secretary and Sales Manager, 
and Charles E. Conway. 

President F. W. Whitcher of the Massachusetts Board of 
Trade and head of the findings house bearing his name, and 
President Harry I. Thayer of the New England Shoe and 
Leather Association, head of the Thayer Foss Co., will represent 
the shoe and leather organization at the annual meeting of the 
National Chamber of Commerce at Washington, February 
1 and 2. 

S. J. Kohn, representing Parker Holmes & Co. in Wisconsin, 
Minnesota and Iowa, has been at the home office during the 
week. 


Art Club Trade Night, January 27 


The Boston Art Club, one of the most exclusive of Boston 
Clubs, gives special entertainments every Saturday evening, 
at what is known as ‘Members’ Night,” This season they have 
set apart several evenings for trade subjects and ‘“‘Shoe and 
Leather Night” will be observed Saturday Evening, January 
27, on which occasion Hon. John S. Kent, Ex-Mayor of Brock- 
ton and President of the National Shoe Manufacturers’ As- 
sociation, will speak on “The Conditions of the Shoe Trade 
During the War.’ Mr. Harry I. Thayer, President of the 
New England Shoe and Leather Association, will speak on 
“The Present Conditions of the Leather Trade and Higher 
Prices for Shoes,” and Mr. Hovey E. Slayton, President of the 
F. M. Hoyt Shoe Company, Manchester, N. H., will talk on 
“The Possible Conditions of the Shoe Trade After the War.” 


-will take place at six 


A large number of invitations will be extended to the trade in 
and near Boston. 


Ladies’ Night Program 


A program of unusual interest has been arranged for the 
Annual Ladies’ Night of the Boston Boot and Shoe Club, to be 
held at: Hotel Somerset, Wednesday evening, January 24, and 
the event is likely to be one of the most successful in the long 
series that has marked the Club’s more than a quarter of a 
century’s activities. 

Mrs. Martha Atwood-Baker, soprano, together with the 
Knickerbocker Club, quartet of male singers, will be responsible 
for the vocal part of the program. 

Instrumental music will be furnished by the Boston Phil- 
harmonic Orchestra, and a special feature of the dancing, to be 
held from 10 P.M. until 
midnight, will be fancy 
dances by the dainty 
Miniature Opera Ballet. 
The four young ladies 
comprising this organi- 
zation have had operatic 
experience with the Bos- 
ton Opera Company and 
the famous Pavlowa. 


President Herbert L. 
Tinkham will welcome 
the members and their 
guests. The reception 


o’clock and the banquet 
at 6.30. 


W. H. Reilly’s 
New Line 
William UH. - Reilly, 

for nineteen years con- 

nected with the United 

States Rubber Co. organization, and for the past three 

years representing the Hub Mark line in the Milwaukee ter- 

ritory has associated himself with the John H. Parker Co. of 

Malden, and hereafter will call with his line of Parker’s special- 

ties on his large acquaintance amongst the jobbing trade of the 

country. 





W. H. REILLY 
With John H. Parker Co. 
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Carl F. Schmidt & Co. Inc 


DETROIT. MICHIGAN 
Lanners of the Sehmidt Calf Leathers 











The latest addition to the Schmidt 


Calf Leathers 


To feel the indescribably soft texture of Chiffon 
Calf is to realize at once that it is 


Better than Suede 
and 
Finer than Buck 


Chiffon Calf is a new tannage, a different finish, 
and should be sampled at once by every maker 
of smart footwear. 


CARL E. SCHMIDT & CO., Inc. 


Tanners of 


The Schmidt Calf Leathers 
DETROIT BOSTON 


H. B. ALTENDERFER A. J. & J. R. COOK 
331 Arch St., Philadelphia 153 Second St., San Francisco 
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Progress 


The Slogan of the Convention of the National Shoe Retailers’ Association 


Essential Elements in Successful Retailing 


By S. P. DAVIS, the May Co., Cleveland, Ohio 


**We Star This talk Delivered Before the N.S. R. A., or as Mr. Davis Puts It, ‘‘ No Smarter Retailers Anywhere”’ 


Gentlemen of the National Shoe Retailers’ Association, I 
think it stands for ‘“‘No Smarter Retailers Anywhere.” (Ap- 
plause.) When I see a gathering of this sort I want to say to 
you that it is a splendid commentary, not only on organization, 
not only on co-operation, but it is a glowing tribute to the 
new competition that exists today throughout this country. 


*“Knowledge”’ the New Competitive Strength 


The basis of the old competition was secrecy and the very 
strength of the new competition is knowledge. The essence 
of the old competition was deceit, and the very spirit of the 
new competition is truth.. Then we had the selfishness and 
envy and now we have reciprocity. Then we had narrowness 
and bigotry, and today we have liberality. 

Concealment characterized the methods of the old 
competition, and today we recognize frankness as very 
vital to the new competition. That is due, gentlemen, to 
the wave of education that is sweeping over the entire business 
world. We have to understand the principles of success. We 
have to understand the principles of science, the principles of 
any successful undertaking; otherwise ignorance is a calamity, 
and opportunity only makes you ridiculous, if you are not 
prepared for it. It makes you ridiculous if you do not under- 
stand the principles. Very much like a fellow who attended 
a picture show, and you know how the screen has a tantalizing 
way when there is any disrobing act, for instance, of shifting 
the scene. In this scene a young lady is to go in swimming, 
and the freight train. goes by, cutting off the most interesting 
part. Of course when the freight train has gone the young 
lady is gone. 

This fellow went out to the proprietor and said, ““How often 
are you going to show this picture?” He said, “Every night 
this week.”” The fellow replied, “‘Sir, I want a ticket for every 
night this week; I have been in the railroad business twenty 
years and I know that blamed freight train isn’t going to be 
on time every night.”’ So you see, gentlemen, if you don’t 
understand the principles it makes you ridiculous. 


Fitting Yourself for More Business 


During my inspection of hundreds of stores from one end of 
the country to the other, and my interviews and consultations 
with hundreds of merchants, so many times they ask me, “Mr. 
Davis, how can I do more business?’’ And I invariably tell 
them that it is the wrong question. If you will ask me how 
can you fit yourself to do more business, then you are on the 
verge of a bigger and grander career, because you have begun 
to think. 

Thinking Must Precede Action 


Did you read Henry Ford’s article recently in a magazine, 
that all his success he attributes to thinking, to planning? 
Thinking must precede action just as the seed precedes 
the plant, and the average retailer today, I want to say to 
you frankly, doesn’t think enough. He doesn’t read enough. 
Success is only in proportion to the quality of thinking you do. 


Success is only in proportion to the quantity of thinking that 
you put into action. Otherwise, without action they are merely 
dreams, they are wishes, and you cannot weigh success on 
the scale of wishes. It isn’t a question of wishbone, but back- 
bone. You have to train your brain to show a gain. 


You Can’t Be Bigger Than Your Business 


Standards in business are based on ideals, and ideals are 
represented in the habits, in the thinking, in the associations of 
the man. You can’t be any bigger than your business; 
if you are not big your business is not going to be big, 
and if you are a big man you are not going to remain long in a 
small business; you are going to get out, or build that business. 


A Clock, A Dog and the Merchant 


This is the thinking age; it is the thought age in business, 
and as you become more constructive, gentlemen, in ‘your 
thinking you are going to build better, because you are going 
to plan and think better. Sometimes a man says to me, “Oh, 
well, I can get along without all these scientific things. I 
am right without it.” Don’t you know that a clock that doesn’t 
go at all is right one minute every twelve hours, but it isn’t 
a good clock. Why even a dog can run a while on three legs. 
But the one-line dealer, the small-town dealer who would 
catch the scientific spirit of the times through just such splendid 
organizations as this, if he wants to be a bigger merchant; a 
more profitable merchant has to get rid of that self-complacency 
and that smug confidence; he has to substitute interest for 
indifference. 


The Three C’s—Customer, Clerk, Cash 


Retailing is divided into three operations—good buying, 
good stock keeping, and careful handling of the three C’s, 
the Customer, the Clerk, and the Cash. You know some 
speakers divide their talk into three parts; firstly, they 


. choose a subject; and secondly they stray away from it; 


and thirdly, they never get back to it. I want to stick to 
my subject. 

The more we observe of the methods, the actions of successful 
men in commerce, in finance, the more you will recognize this 


fact, that they analyze. 
The Figure Base to Work On 


They know. They save figures. They are looking at the 
figures, not merely at the fixtures. They have their charts and 
records, and comparative tables in front of them, and they 
have results and not regrets. ‘They have statistics and .not 
guesses. The successful business man today is not guessing; 


he has all sorts of figures in front of him, and when you credit 
men with good judgment, or good foresight, it is invariably 
because these men analyze; they look before they leap; they 
aim before they fire, because it means that ton of preparation 
before the ounce of effort; analyzing means that hour of thought 
before the minute of talk; it means the weeks of planning before 
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BUCKCLOTH 


UCKCLOTH Samples will be sent 
on request so that you can see what we 
cannot show on paper—the real beauty 
and style of this new topping. 


With just sufficient luster to give it that 
brightness so much admired—and a sur- 
face as smooth as real buckskin, it is a 
shoe topping de luxe that will enable you 
to completely satisfy your most particu- 
lar patrons. 


Thoroughly practical—cleans quickly and 


well—holds its shape and is durable. 
Good profit builder—and yet economical. 


Write today. 








4 SHH 











LIGHT CHAMPAGNE 
LIGHT PEARL 
MEDIUM GREY 
DARK GREY 


i J. EINSTEIN, Inc. cat's 


LARGEST SHOE CLOTH WHITE 
OPERATORS IN THE WORLD 
176 William St., NEW YORK CITY 


Boston St.Louis Montreal 
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plan. 
merchant. 
emphasize quality and service.” 








the day of action; and then you can come to conclusions in- 
stead of confusion; then you know what might happen, instead 
of having to relate “how it happened.” 


Stopping Leaks in Business 


Profits come from the efficient and economical administra- 
tion of your business. It means knowing where the leaks are 
and stopping the leaks. You can’t go broke making a profit. 
Make a profit on your goods. . 

When you work with figures and information you are visualiz- 
ing your business, you are looking upon your business as an 
investment and not an enterprise morely; you are looking 
at the figures, not at the fixtures. You are looking at your 
business with your mind, not merely with your eyes. When a 
man asks me, when I go into a store, ““‘What do you think of 
my business?” I say, “I can tell you better when you show me 
the figures.” 

Self Questionaire for Merchants 


I want to know how much is there about my business that I 
don’t know? I have overhead expense. How much does it 
cost me to sell shoes? Who are the clerks in my store who sell 
the better merchandise and who are the clerks who sell the 
inexpensive, the cheaper stuff? What is the percentage of my 
clerks who sell the good stuff and what percentage have I? 
Eighty per cent selling the cheap stuff, or 80 per cent selling the 
good stuff? What is the selling cost of each clerk in this store? 
Do I carry more stock this year than last year, and if so am I 
doing more business? Is my overhead expense greater this year 
than last year, and if so have I figured my margin of profit 
accordingly? : 

The Age of Your Stocks 


I want to know what portion of my stock has been here thirty 
days and what percentage of this stock has been here sixty 
days, ninety days, and six months. Why, it was a revelation 
to a merchant when I got him to have the buyers submit that 
report. What percentage of your stock has been here six months, 
three months, and thirty days? What is the average selling 
price in this department, and that department? You want to 
departmentize your stock into as many units as you can, and 
then you will know where you are; then you are not guessing. 


Increase Ability to Decrease Selling Cost 


When you increase selling ability you decrease selling cost 
and you are getting something else; you are giving your cus- 
tomer a certain satisfaction in quality that permanentizes your 
business, but the average salesperson lacks that ability; they 
are not efficient, do not have sufficient confidence in themselves 
to show, and tell about, and sell the better merchandise. 


Too Little Business on Too Much Capital 


Unless you have all the figures and facts and statistics and 
comparisons of your business in front of you, daily records and 
weekly records, why you are in the dark and you can’t see the 
light. I don’t want to talk here today on the turnovers, but it 
is a fact that too many merchants today are doing altogether 
too little business on too much capital. 


Losses of Yesterday—Profits of Today 


I believe in good merchandising, and good merchandising 
means good figures. It means turning the losses of yesterday 
into the- profits of today, and when you don’t know you are 
going to have an accumulated stock which means cut prices, 


“Four per cent of the merchandising of the country is handled on the mail order 
Ninety-six per cent of the shoes sold pass over the counter of the retail 
We are interested in the ninety-six per cent—plus—and I would 
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means special sales, and you know what special sales do—they 
breed and develop a waiting list of chronic bargain hunters who 
live on your profits throughout the year. 


Undermining Your Financial Health 


When you under-estimate what goes into your expense of 
doing business you are undermining your financial health. In 
Indiana, a little town in Indiana, a man proudly told me that 
his overhead expense was only 18 per cent. It looked it. And 
he showed me his check book where he and his young partner 
had each taken out $1500 in dividends, he calls it. I said, “How 
much do you allow yourself a week? What do you draw?” 
“Oh,” he said, “I live in my own house; I draw only $15 a week, 
and my partner boards with us and he draws $12 a week.” 
**And you call this check here ‘dividends?’ Why that is 
nothing but back wages, that’s all. Would you work for 
$15 a week managing a store?’ ‘“‘No.” ‘Could you hire a 
man to manage your store for $12 or $15 a week?” “No.” 
“Then why didn’t you charge your business with what it cost 
to run business?”’ 


Figures on the Community 


The average small-town, one-line merchant is a very poor 
executive. He hasn’t time, he hasn’t time when I ask them 
questions they don’t know. Last night I asked a shoe dealer 
how many school children, boys and girls, were at school in his 
town. “Oh,” he said, “there must be 30,000!” ‘Well, how 
many pairs of boys’ and girls’ shoes do you sell?” “By jingoes, 
a might small proportion of that 30,000.” 

Figures! I asked him, ‘How fast does your town grow?” 
He said, “It has increased 60 per centin the last three years,” 
but his business has increased only 5 per cent. 

Do you ever furnish your salesmen, if it is only once a week, 
with their quota of what is expected of them to sell as com- 
pared with last year? If your business is increased 20 per cent, 
or if you want to do a business based on an increase of 20 per 
cent if your clerks in your store know that-a year ago this week 
you sold so much, that your daily average was so much, and 
your average sale was so much, they will know by twelve o’clock 
on Monday, or one o’clock on Tuesday, or two o'clock on 
Wednesday whether they are going to make good or not, and 
these young men are living in an atmosphere of figures; they 
become saturated with the idea of records. 


Shoe Store Keeper Usually Poor Executive 


Now if every one of your clerks can know from week to 
week what is expected of them to sell today and this week, 
just the same as our large buyers get this information daily 
and weekly from our successful department stores, they will 
know hour by hour where they stand. But no, the retailer is 
too busy, he is a poor executive. 


**So Busy”? from the Neck Down 


The average retailer, my friends, is a plodder instead of a 
planner, and the ability of the business man today lies in using 
the ability of other people. I have seen business men or dealers 
so busy making mistakes that they haven’t time to make a 
profit. They are so busy from the neck down—$2 a day—that 
they haven’t time to make money from the neck up, where 
their thinker is located. I have seen them ‘so busy checking 
goods coming in at the back of a store that they haven’t time 
to get a check on customers going out the front of the storé. 
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Follow the lead of 


the big store buyer 
—feature “M-C” McKays 







Visiting Buyers 
Always Welcome 


Boston Salesroom 
72 Lincoln Street 





Boulevard Sandal, Cut-out Front and 
Vamp, Cuban Louis Heel, Great 
White Way Last, All Patent Leather, 
Dull Kid or Gun Metal. 


The shoe buyer for the big store 
knows values. 


He knows that his customers must 
have shoes that are correct—in 
style, in wear, quality and in price. 
So he buys MITCHELL-CAUNT 
McKAYS. 


This splendid line is the line you 
want. 

It is made up of the newest, snap- 
piest lasts. 





P ; ¢ e Vv Cub 
Ladies’ Cuban Polish, Vici Vamp and —every one an in-demand styl . pon ag Res Smet AWhite Wey Last. 
Quarter, White Kid Collar and Front shoes that will give real satisfac- In all leathers. 


Stay, Cuban Louis Heel. re 
tion and return you a real profit. 


Write us today. Follow the lead 
of the big store buyer. 


““Good merchandise plus 
service equals business 
success” 





Mitchell-Caunt Company 


FACTORY AT LYNN, MASS. BOSTON SALESROOM, 72 LINCOLN ST. 
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“In union there is strength. 


broad standpoint of success today.” 





Get Acquainted With Your Banker 


A banker friend of mine in Cleveland told me that he shook 
his head very doubtfully when he saw the proprietor of a store 
trimming the window; no time to do this and no time to do 
that. Take a little time to get better acquainted with your 
banker, so that your banker can get better acquainted with 
you. The banker told me very few merchants know how te 
make out a proper statement today, on which to borrow. There 
was a time when we thought that the retail man knew his busi- 
ness, the average retailer, and we found out differently, and 
the credit men and the bankers today are asking a different set 
of questions than they did years ago, and they can judge from 
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Many men working together can accomplish what 
is quite impossible when working alone and against each other. 
tries to live unto himself and work alone is lost from the start as viewed from the 
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The man who 





W. W. WILLSON. 


the statement that you make out whether you understand 
your business, and whether you have the facts and figures in 
front of you. 

Utilizing the Human Element 


There is too much of this boss waiting on the customer; 
it is all right enough to bring your personality before them, 
to see that they are properly served and so on, but you can’t 
be an executive and you can’t be a merchant, and you can’t 
find time to look after the figures if you are « ng something 
that you should have someone else to do for cu. That is 
why the human element is playing such an im. tant part in 
the great drama of business today. 


The Farmer’s Trade and How to Hold It 


By FRANK B. WHITE 


Managing Director of the Agricultural Publishers’ Association, before the Cincinnati Convention of the National Shoe Retailers’ 
Association 


I must approach my subject abruptly and touch upon a few 
of the more important or vital phases of things affecting the 
farmer’s trade, and then we must look at the other side of the 
subject, which is none the less important, and consider how 
best to hold that trade in the local trade center where it belongs. 
I must deal with actualities and possibilities. We are to take 
our place among the forces for good in community life, and not 
lose sight of the fact that we are a working part of that com- 
munity life. Nor should we lose sight of the fact that the com- 
munity extends beyond the city limits. 

The topic pre-supposes that the farmer’s trade is desirable. 
We must, therefore, have a just estimate of values. I think the 
statement made by President Garfield will start us in the right 
direction: 

‘*At the head of all the sciences and arts, at the head of civiliza- 
tion and progress, stands—not militarism, the science that kills, 
not commerce, the art that accumulates wealth—but agriculture, 
the mother of all industry and the maintainer of human life.” 

The farm market represents over fifty-two per cent buying 


power. Over fifty-three per cent of our population is rural. 


It is a fact that the farmer buys and wears, on an average, better — 


shoes, better clothing, better hats, etc., than the average city 
man. He would buy the same things that you do if you gave 
him the chance. He wants the same treatment that you get. 
He wants quality and service. 


Store Service vs. Mail Orders 


Your business has to do with the infant in the mother’s arms, 
with childhood, youth, manhood and old age. The farmer 
and the farmer’s family have footwear needs in all these ages to 
be supplied, and they want an intelligent service. From an 
experience of more than six years selling shoes by retail, I am 
persuaded that there is no branch of the retail business that calls 
for a higher degree of intelligence, a more honest service, than 
selling shoes by retail. 

Not only is money value involved, but service for the present 
and the future. This service cannot be adequately rendered 
through the mails. It is a fact that our great mail order estab- 


lishments are doing a wonderful business in boots and shoes, and 
just now I understand that they are not only manufacturing 


most of the product that they sell, but they are going back to 
foundation principles and are preparing to tan the leather them- 
selves, putting themselves independent of the ordinary source of 
supply. We need not be frightened by the business of the mail 
order houses, even though it is growing by leaps and bounds. 
Four per cent of the merchandising of the country is handled on 
the mail order plan. Ninety-six per cent of the shoes sold pass 
over the counter of the retail merchant. We are interested in the 
ninely-siz per cent—plus—and I would emphasize quality and 
service. I regard the price question for the intelligent mer- 
chandiser as a secondary consideration. The merchant has 
values to offer, and service to render, that are remembered long 
after the price is forgotten. The farmer and his family are 
entitled, therefore, to the best service you are able to render. 
The reason he has ordered from the mail order house is because 
of an indifferent attitude on the part of the merchant. I say 
this unhesitatingly, because I am more or less familiar with 
retail merchandising conditions throughout the country. These 
conditions are improving, but there is still need for improvement. 


How to Serve the Farmer 


How many of you ever take into account the farmer’s needs 
or ideas, on the shoe question? Do you ever consult your far- 
mer trade before stocking up with the shoes you want to sell him? 
I think I would find out what kind of shoes my trade was wanting. 
It would not do you one bit of harm to consult the farmer as to 
his needs and his views on the kind of footwear he is most in- 
terested in. It is a pretty good policy to let the public run your 
business. Supply the public demands. You cannot do it 
intelligently without taking into account the public viewpoint. 
The trouble is we are so afraid that our customers will find 
out something. We like to deal with them on the “blind pig” 
plan, handing them something that they are supposed to take 
without asking questions, and you may depend upon it that as 
soon as you entertain such a view, the farmer is going elsewhere 
with most of his trade. He may use you as a convenience when 
he cannot do otherwise, but such a plan is not profitable in 
business. J récommend that you put yourselves on the level with 
the farmer. That is not a come-down—it’s a come-up. Do busi- 
ness on the square—I mean, meet squarely his demands and his 
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Griffin Suede Powder 
A powder cleaner for nappy leathers, in sifting top can,‘' White, 
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Write for new catalog for description of 
complete line. 
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Griffin Mtg. Co., Inc. 


Established 1890 


69 Murray St. NEW YORK 


Canadian Representatives Canadian Shoe Findings and a Co. 
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Western Office 
33 Minna St., San Francisco, Cal. 
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Griffin’s White Kidine 


An effective and safe cleaning and 
whitening fluid that cleans all ‘white 
kid and white calf s 
Small Size, $11.00 Goon 


95e Doz. 
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$1.60 Doz. 











Griffin Quick Cleaning Fluid 
For cleaning Silks, Satins, White and 
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Griffin Ideal Combination 
Paste and Cleaner. Made in Black 
and Tan, almost twice the size of the 
usual package, and of superior quality. 

$18.00 Gross $1.65 Doz. 
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needs. You will find that the farmer will bring into your mer- 
chandising an intelligence that you have not thought possible. He 
will probably tear out an advertisement from his favorite farm 
paper, illustrating the kind of shoes or rubber goods that he 
prefers, or he may tear out a page from a mail order catalog, but 
whatever his needs are, meet them, unless you know positively 
that he is wrong, and in such an event it is up to you, as a mer- 
chant, to set him right if you can. Don’t allow your prejudice 
to overcome your better judgment. The next time the traveling 
salesman from whom you buy comes around, tell him that you 
want to stock up with the line that you know your customers 
are demanding, and if this salesman tries to work off something 
different on you, do as the wise farmer does—go slow—don’t 
let him put it over you. He may want to sell you something 
that he thinks best. You must be wise enough in your mer- 
chandising to interpret the needs of your customer. 
Meeting Mail Order Competition 

The way to meet mail order competition is to find out what 
that competition is, and then go to it. Do not attempt to de- 
stroy it. Buy shoes that correspond with the kind of shoes that 
are being brought into your locality from the mail order house. 
Advertise that shoe, using the same descriptive language and 
illustrate it in the same way, and keep the price within range 
of the competition you have to meet. The mail order houses 
are not doing business for fun. They are first rank merchan- 


disers. They are making a good profit on most of the things 
they sell. They make good, and you ought not to be satisfied 
to do less. It would be a calamity if the mail order houses were 


to eventually handle all the shoe business of the country. The 
farmers need the home market and the trade center near at 
hand, and if the farmer is put upon an equal basis with others, 
he will do as much as anyone to upbuild community life. 

Shoe merchandising is not any morning roundelay. You 
must not slacken in your vigilance and in your desire to safe- 
guard your local trade. 

While but four per cent of the shoe merchandising business 
of the country is going away from you, there are certain sections 
that are feeling the loss to the mail order houses, and I would 
have you look this question squarely in the face—not trifle with 
it—but discourage the idea that you are going to kill off the 
mail order houses by passing adverse resolutions and doing a 
lot of other foolish things such as we have witnessed in the past. 
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I would have you take this farmer into your confidence and 
friendship, and make him feel that your success in the mercantile 
business depends upon his co-operation, his advice and his patron- 
age, and I would have you make him feel that you are just as much 
interested in the development of his business on the farm. Where 
such a relationship exists, do you think for a moment that the 
trade is going to get away? 


Psychology of Farm Trade 


There is another thing to be taken into account. He has 
lived in his own home that has taken him years to bring up to 
its present comfortable condition. That makes us feel sure 
of the stability of the farm market. Two-thirds of the country 
people own their own homes. Contrast this with the fact that 
two-thirds of the city people rent their homes, and you have 
before you a condition that ought to convince you that the 
farmer’s trade is worthy of special care and attention. 


If there are any cobwebs in our windows, let us remove them 
so that we can have the far away look—the vision—that will 
comprehend the prospects and possibilities of the local trade 
and the community life. We can do it by just being wide 
awake enough to interest ourselves naturally, and without 
making ourselves objectionable, in short, being wide-awake 
merchants will do it. We need a higher state of preparedness 
in local trade centers of our country. We need a balanced trade 
condition in small communities, as well as larger ones. Helps 
toward the productivity of the farm are being provided by our 
government, state and national, and the farmer is fast becoming 
an expert in the conduct of his business. He has advanced 
more rapidly than the average merchant, and you cannot 
treat him today as he was treated in years gone by, and get 
away with it. 

The man behind the gun is the man behind the counter in this 
retail shoe business, and what we expect of him is that he shall 
be a leader in his community, a man who stands for all that is 
good, noble, just and true in merchandising; a man who will give 
the full dollar’s worth and not take advantage of the most 
innocent customer; a man who will not sell a misfit shoe, or 
one that will not answer the requirements of the customer. 
He must be far-sighted enough to sacrifice dollars and cents, if 
need be, for the permanent well-being of his business and the 
community in which he lives and operates. 


«What the Local Association Can Do for Me” 


By W. W. WILLSON 
President Massachusetts Retail Shoe Merchants’ Association 


This is a big and broad question with many good answers 
possible, but the following are fundamental principles that 
should and will follow true association work. 

1. Through the Association you get acquainted and soon 
learn .perhaps to your surprise that your neighbor is rather 
human, somewhat like yourself and not nearly so bad a fellow 
as you had pictured him to be. 

2. This acquaintance always leads to a better feeling toward 
your colleague, a more complete understanding that could not 
exist without getting acquainted and often this ripens into 
friendship that you would not have believed possible before 
the association paved the way. 

3. The next big result that is the aim of modern thought in 
business is co-operation. You will not have true co-operation 
until you first meet the other fellow, get acquainted and become 
friendly toward whom you supposed was your worst enemy, your 


old competitor, NOW YOUR BEST CO-OPERATOR 


Answering a Hoary Query 


4. You are now ready to get together in a practical way and 
try to solve some of the many problems that we all have in 


common and new ones are coming every day. A good live local 
association of shoe merchants can do for you just as much as 
you will permit it to do. The old question is still being asked 
by many sceptical shoemen, WHAT CAN I GET OUT OF THE 
ASSOCIATION IF I JOIN? 

The answer is, you won’t get anything out of it by merely 
joining, but you will get out of it just as much as you put into 
it, with good interest added to the investment of your time and 
money. 

You must attend the meetings, get acquainted, co-operate, 
help with suggestions, tell your experiences, serve on committees 
or in office if called, pay your dues and do everything possible to 
make it a success the same as you would in your own business 


Definite Benefits Derived 


In union there is strength. Many men working together can 
accomplish what is quite impossible when working alone and 
against each other. The man who tries to live unto himself 
and work alone is lost from the start as viewed from the broad 
standpoint of success today. 

The program of any local association should cover every 
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CHAMPION SHOE REPAIR MACHINERY 





Standard Straight Needle Stitcher 
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OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There ts a reason for it. 


CHAMPION Line of Machines consists 
of Straight Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 
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THE DAY TO DAY DEMAND--- 


OVERGAITERS 


Have You a Large Enough Supply 
to Hold Your Sales? 


WE HAVE THESE 


IN STOCK 


Felt Overgaiters—White, Chamois, 
Pearl and Dark Gray 


8 Button $12.00 Doz. 
10 Button $15.00 Doz. 


Cloth Overgaiters— White, Pearl, 
Dark Grey and Fawn........$15.00 


Finest Box Cloth and Broadcloth, 
White Chamois and Grey.......... 
$18.00 to $27.00 


Better Send in That Order Now 
Before a Price Advance 


Laing, Harrar & Chamberlin 
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Ideal Curved Needle and Awl Stitcher 


Write us for Catalog and Prices 


CHAMPION SHOE MACHINERY CO. 


3723 to 3741 Forest Park Blvd. 
ST. LOUIS, MO. 
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RETAILER: 


Tone up your newspaper ads with our snappy business 
pulling shoe cuts, and get better returns from your 


The largest mail order houses in the United States. use 
our shoe illustrations from which millions of dollars 
worth of shoes are sold annually. 

Our cuts cost no more than the ordinary kind yet are 
much more effective. 

Send for our bulletin and judge for yourself. 


Over a hundred cuts of men’s, women’s and children’s 
shoes to select from. 


THE WASKOW COMPANY 


Write now. 


IN SHOE-ILLUSTRATIONS 


551-57 W. Washington St., Chicago, II. 
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’ question that enters into the operation of a retail store during 
the year. Open your meetings up to questions and suggestions. 
This will create interest and draw out much knowledge. If 
these things are taken up in a logical manner at each meeting 
and the members advised in advance of the subject, so as to 
come with plenty of questions and suggestions, you will get 
the desired result. I am a firm believer in monthly meetings 
wherever possible, this necessary in order to accomplish the 
most good. 

Good speakers from other branches of the business will be a 
great help to your association work. The cost of belonging to 
your association may properly be charged to the overhead 
expense of your business for it is for the benefit of your store 
just as much or more than any other item of expense. 


Big Dividends From Small Investment 


Belonging to the local is a small expense that pays a big 
dividend, if you are there to pick it up at each meeting. It isa 
pretty mean business that cannot afford to have a good as- 
sociation working for the benefit of its members and in the 
interest of the patrons of each merchant. 

A very substantial sum of money could not buy from me what 
good I have gotten from the Boston and Massachusetts Retail 
Shoe Merchants’ Association during the past six years. Very 
close and constant contact with the local and state association 
has very handsomely repayed me in a fund of knowledge that 
money cannot buy in the open market. 


Further Aspects of Farm Trade 


As viewed by B. FRANK MURPHY, Steubenville, Ohio 


The farmer is a splendid fellow to have coming your way, as 
he has no set day for trading and you can expect to welcome him 
in‘ limited numbers every day. 
wwe all should study what kind of merchandise the farmer 
will need and provide ourselves with a stock to supply his needs. 
Now we find as we study the matter very carefully that the 
farmer will usually need the following footwear: 

1 pair dress shoes for himself each year. 

1 to 3 pairs of work shoes each year. 

1 pair 1 buckle or four buckle artics each year. 
1 pair storm alaska. 

1 pair rubber boots every year. 

It will be seen then that the farmer needs a greater variety of 
footwear than the average customer. The question of how 
best to interest and secure this business has engaged the atten- 
tion of the best business brains of every county seat town in 
this great land of ours. 


Suggestions to Gain Trade 


The business men of any town might arrange to make a trade 
tour of the surrounding country twice a year and take a band 
and give a concert and have short talks by different well-known 
business men and distribute good advertising matter and en- 
deavor to get in personal touch with every prominent farmer, 
and if possible, give him a personal invitation to call at your 
store, and as you have to compete with the wide-awake catalog 
houses, who send their splendidly illustrated and wonderfully 
written descriptions, in the shape of a catalog it seems to me 
that it would be a good plan to have circulars with illustrations 
and well written descriptions printed on good paper and get a 
mailing list and follow the big fellows. 


Style Shows Advocated 


Another plan would be to select a certain date and have a 
style week in which all merchants should take part each Spring 
and Fall, when you could invite, in all your advertising, the 
farmer to come and see your merchandise and become familiar 
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with the style, without feeling any obligation to buy, at which 
time you will have a chance to get personally acquainted with 
him and the rest will be up to you. 

It might be wise for the business men of a town to have a 
community dinner to which each business man should invite 
from one to five prominent farmers as his guests at this dinner. 
Good music and entertainment should be provided and all 
the business men there should introduce his farmer friends to 
all the other business men present, and if a fellow has a per- 
sonality he will surely make a few friends that will help in later 
days in a business way. 

In this age of mercantile service and parcel post, there is need of 
an intelligent use of printer’s ink backed up with courteous 
store service and good values in the staple merchandise such 
as the farmers need, to make the farmer feel that you are in- 
terested in his affairs, and discuss good roads, and other mat- 
ters, and make him feel that your store is the place to leave all 
his packages and bundles, in short, treat him like you would like 
to be treated and be sincere and endeavor to cultivate a pleasing 
personality and I believe you will have at leastra fifty-fifty chance 
with the silent salesman of the wide-awake catalog houses. 


Business Building Salesmanship 
By T. M. SCOGGINS, of Krupp & Tuffly, Houston, Tex. 


The foundation of the business of selling summed up in one 
word, to my mind, is confidence. 

The salesman of a few years ago wore loud clothes and told 
funny stories and secured business by means decidedly passé 
in this age of efficiency. Today, business conditions are dif- 
ferent. For a salesman to make an impression he must know 
his business; have confidence in his merchandise and best of all 
in himself. 

Knowledge is the foundation of all things, and confidence is 
so closely related to knowledge that the one is valueless without 
any other for commercial use. 

For years, we have had schools teaching the higher arts. For 
years we have had schools teaching law and medicine, but 
only in recent years, have we given attention to business ef- 
ficiency. 

Teaching Efficiency 


There are Salesmanship Clubs, school classes and various 
organizations for efficiency, all emphasizing the importance of 
the business of selling merchandise, no matter what the line. 
We realize the necessity of training men to cope with the modern 
methods necessary with the modern shopper. Everywhere pro- 
gressive firms, both wholesale and retail, and in every line of 
business are educating and training their salesmen. Not 
because they have lost money in the past on their men; not 
because they expect to materially increase their sales; not 
because their present force is incompetent, but because they 
find it necessary that their men must be trained in order to hold 
their own and take care of the natural growth that is going on 
in every healthy business. * 


Wider Knowledge—Better Business 


You may say “of what does this training consist?” My 
answer would be, you must first master all the details of the 
manufacture of a product; all the details of the organization and 
management of the business represented and above all master 
the details of yourself. Self analysis, to my mind, is one of the 
most important details of a manager’s province. For how can 
you read and understand men whom you employ if you do not 
understand yourself? 

The training and education of a sales force does not necessarily 
mean an increased volume of sales, other than the regular steady 
growth of a business, but it does mean more efficiency and a 
better class of business. 
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SF NSIBLE, stylish shoes 
N without the freakish fads 
and fancies that have been forced 
to the front and made to work 
“over-time” of late. Shoes in 
the vogue but without too much 
of it—shoes for early Spring 
embodying the latest thoughts of 
the best makers. 

Exclusiveness in every graceful 
line is reflected in these advance 
models—they are fine! 

And best of all there’s a happy 
surprise in the prices, despite the 
growing scarcity of everything 
that goes into the making of 
shoes. $5, $6 and $7 a pair. 
Welcome—whether you buy or not! 


Store Name Here 
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No. 198, 25c. 


Be Sure to REMIT WITH ORDER to Avoid Delay 






Editorial 


For Your Store 





The grain of wheat which is 
cast into the ground must perish 
before the new grain can exist- 
It must produce before produc- 
tion can begin anew. And if it 
receives but scant attention after 
the first planting then reproduc- 
tion becomes uncertain, for cul- 
tivation means re-creation. 


This Store sows the Seeds of 
Production cautiously and after- 
ward cultivates them diligently 
because reproduction means life 
—a renewal of interest in the 
fruits of our labor for a widened 
confidence in our goods and 
prices. The “grains of wheat’ 
we sow are selected zealously 
and jealously so that they shall 
produce the best that you or we 
could expect from them. This 
is so from year’s end to year’s 
end. We are cultivating con- 
stantly here. 





( 





\ 


_ 
Store News 


There is one form of store 
courtesy which consists solely of 
words; there is another kind 
which is backed by deeds. And 
while you will never find the first 
form lacking here you will always 
find the latter sort of courtesy 
in evidence whether you come to 
buy or only to look. 

We mean that you shall always 
have the same courteous attén- 
tion that we ourselves would like 
to receive from others, thus put- 
ting into every day practice the 
principle of the “Golden Rule.” 
We try to make buying a pleasure 
here. 
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ORTH-while style for 
Spring for the woman 
who likes to keep a little ahead of 
the fashion in shoes. Footwear 
novelties that are most highly 
favored by smartly dressed wom- 
en at the leading Southern re- 
sorts. 


“Different’’ footwear that lends 
distinction at first glance. Au- 
thentic, authoritative, smart. 


High shoes and low shoes 
showing in their graceful lines the 
surpassing skill of master work- 
men in their chosen work. Ready 
at $5, $6, and $7 a pair. 


Store Name Here 
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No. 199, 25c. 





























‘| In Pictures 


QqQoa 


The cut that conveys a business 
idea in the paper often sells goods 
without arguments in type. It is a 
distinct money-saver because it’s 
a sure space-saver. And advertising 
space sometimes eats up profits 
most vexatiously. A strong cut is a 
strong lever for trade—the safest, 
surest and most economical busi- 


ness uplift that you can use. 

















No. 200, 25c. 


of the youthful air to which all women aspire. 


lurk in the proper lines of the shoes she wears. 


haps. 
most favored of the new Spring styles. 


Store Name Here 














The “Springy” Step of Youth 


A woman is as old as she looks and to feel fit and look smart with the peerless 
charm of youth, nothing goes farther than ‘‘Form” in shoes. 


The springy step of youth springs from the knowledge that grace and beauty 
The early season finds us wide awake here with new footwear whose novelty 


effects are surprisingly good to look upon—‘“charming,” expresses it best per- 
This is our foreword of “‘preparedness’—complete readiness with the 


It is the keynote 





























Shoe Store 


Salesmanship 
Why Some Shoe 


Salesmen Fail 


THEY permit their personal opinions 
to enter too strongly into the customer’s 
desires. 

THEY tell their customers ‘‘What 
they don’t know about shoes,” (talk 
too much—say too little)and fail to build 
and hold confidence. 

THEY apply “painless extraction” 
methods on steady customers, and turn 
them into “chronic knockers’ of the 
store. 

THEY fight for big sales, and in so 
doing, break the ethics of the sales-force, 
lose friends in the store, and at the same 
time, disappoint their customers by their 
lack of courtesy. 

THEY pre-judge the case, before 
listening to the evidence; in other words, 
they answer all questions before one has 
a chance to finish asking them. 

THEY watch the clock so diligently 
that they fail to see the customers who 
are “just looking,” and thereby, lose 
“Golden Opportunities.” 

THEY do not record “stock 
out,” so when customers are in 
a hurry, much time is wasted in 
sending to reserve. 

T HEY try to sell, instead of 
SERVE. The customers sense their 
aim, take a firm grip on their 
wallets, and depart. 

T HEY become passive by blam- 
ing luck. Their personalities gone 
—they become mere automatons, 
instead of salesmen. 

T HEY feel that they are selling 
their employers ‘“‘so many hours 
each day’’ instead of “‘the use of 
their gray matter,” and become 
a burden to the business. 

THEY put a premium on legs, and 
arms,instead of capitalizing brain contents. 

THEY argue hair-splitting points with 
customers and employers alike, and win 
everlasting contempt of both. 

THEY do not devote a few minute’s 
time each day, to constructive thinking, 
about self-betterment and _business- 
betterment. 

THEY do not help fellow-workers, 
when they are most in need of assistance 
—result: they don’t find helpers when 
the extra assignment is given them. 

THEY are {oath to take advice from 
superiors, regarding performance of store 
functions. 

THEY “know it all”—the world of 
knowledge is theirs. They liken them- 
selves to a modern Atlas. All one can 
say is: THEY’RE AFFABLE. Custom- 
ers, to them, are mere specks of humanity. 


Accounts Cannot Be Opened for These Nominal Amounts 
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Shoe Repairing Pays 


Retailers 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 


READ MR. SLOANE’S LETTER 








Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. lst, 1916. 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gent lemen:— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year in our 
repair shop 3,203 pairs of shoes, and no job was in 
the house over six hours. A shoe store today without 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. 


Sincerely yours, 
(Signed) A. F. SLOANE 














While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding’ it is yours for 


the asking. 





United Shoe Repairing Machine Co. 


ALBANY BUILDING, BOSTON 
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COLORS 


LIGHT CHAMPAGNE 
LIGHT PEARL 
MEDIUM GREY 
DARK GREY 

CHAMOIS 





BUCKCLOTH 
Bet tugs 




















UCKCLOTH meets the 
call you are now re- 
ceiving for high style 


footwear. 


This wonderful de luxe top- 
ping has a most delightful 
luster, just enough to make 


it bright. 
It has all the beauty of 


appearance of real buck- 
skin. 


It wears well, cleans quickly ene. 
and holds its shape. ao 





Must be seen to be appre- 























ciated, so write to-day for - ae — H { 
samples. oe 












































J. EINSTEIN, Inc. 
Largest shoe cloth operators in the world 
176 William St.,. NEW YORK CITY 
BOSTON ST. LOUIS MONTREAL 
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The New Style Arctic Buckle «“SURE-LOCK”* operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 


Te TILT 
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WOMEN’S 


SKATING BOOTS 


8-INCH HEIGHT 


a 
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IN STOCK 
The BEST and BRIGHTEST Shoe 
Gun metal A, B,C, and D and Leather Trade Paper in Europe 
WIDTHS 
strap and SIZES Circulates amongst the biggest buyers of 
buckle adh 


Shoes, Leather, Machinery, Find- 


ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 


ae will tell you all about us 





No. B548 sas above, __ price $3.75 

No. B549 Tan Box Calf, price $3.75 

No. B1178 price $3.75 
High Toe Box Calf, heavy walking boot 


WESTCOTT-WHITMORE CO. 
SYRACUSE, N. Y. 


SPECIALISTS IN WOMEN’S SHOES AND PARTY SLIPPERS 


EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 





COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 


TQURCDUUROCROCRRODOGREGRRRORCRRRGRRGRRSCRRREGRCRUSRURRLCCRCRORRRCRRORERRRRRCRRCCRORORRCRRRGRRRRERGRRRRRORRRRRRRRRGEES 





PATTI 
PLETE 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 





150 per cent in the year ending March 1, 1916; but the cost of the - 





use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 











ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 
ber, 1911 :-- 

“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.’’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. | 
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“Multum in parvo” 


tells the story of 


Es The 
—— F KELLY BUTTON MACHINE 


for this wonderful button fastener is indeed 


THE KELLY “much in little!” 








no rent--no royalty. YOU OWN IT! 


Install a KELLY in your shoe store and begin at once to save 
100 Coils of worry, time, and money. 
Wie Res Note the EXCLUSIVE Features of this machine—they are 
important! 
An Adjustable Button Shute—running buttons of all sizes and 
styles. (Milos, Pearls and fancies.) 
No Tubes—to be mislaid. 
A Double Hopper—with two styles of buttons ready for use. 
A Fastener Regulator—Adjustable to make buttons loose or tight. 
A Safety Guard—Preventing the scratching of patent tips. 
A Pointer—Showing just where the button will be placed. 





No Rent 
No Royalty 













Write us 


vesenteorimoieainn MALLY BUTTON MACHINE CO. 


with 100 coils of wire free,—less 


$e ei ities te thitty deys, NORFOLK BOARD OF TRADE BUILDING VIRGINIA 
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Hotel Imperial 
Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 

HEADQUARTERS FOR THE SHOE 

TRADE 


600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 
Write for booklet. giving rates and full 
particulars 
J. OTTO STACK, President 
WILLARD D. ROCKEFELLER, Manager 














| QUALITY || || SERVICE 











FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 



















now ready. Send for your copy 






The Norwich Nickel & Brass Co. 
NORWICH, CONN. 


Salesrooms 
NEW YORK BOSTON 
712 Broadway 26 Kingston St. 


















[FINISH __ || ||ADAPTABILITY| 





























Jan. 20, 1917 “THE GREAT NATIONAL SHOE WEEKLY" 








CONSTANT @ 
SHO 





R105—Stk. hb 2 Juliet, Rubber Heel ............. E, EE $1.90 
R203—PIl. Toe Seamless Juliet, Rubber Heel ...... E, EE 1.90 
R114—Stk. Tip Oxford, Rubber Heel ............ EE 1.90 
ae tk. Tip Blucher Oxford, Rubber Heel ....D, E 2.65 
119—PIl. Toe Blucher Oxford .................. C;D,E 2.75 
R165—Opera One-Strap Sandal ................. D,E 1.75 
anon eg ee Pere Cc, D,E 2.00 
R668—Opera Two-Strap Sandal................. Cc,D,E 2.05 
R135—PIl. Toe Button Dress Boot............... Cc, D, E 3.50 
R159—PI. Toe Blucher Dress Boot .............. Cc,D,E 3.50 
R133—Stk. Tip Button, Rubber Heel ...........D, E, EE 3.00 
R124—Stk. Tip Polish, ‘Rubber Heel . .-D,E, EE 3.00 
R132—Stk. Tip Button, Rubber Heel .. 2... ... ... E, EE 2.40 
R123—Stk. Tip Polish, ‘Rubber Heel............. e EE 2.25 
No. R124 R129—PI. Toe Seamless Polish, Rubber Heel . .D,E, EE 3.00 
R128—PIl. Toe Seamless Polish, Rubber Heel. .D,E,EE 2.65 


Prices Subject to Change Without Notice 


GIVE THIS LINE YOUR CAREFUL CONSIDERATION FOR 1917. 
IS BACKED BY AN EFFICIENT IN-STOCK 


DEPARTMENT 


A LINE THAT HAS GAINED MOMENTUM 
THRO’ THE VALUES OF ITS SHOES 


Appointments gladly made with buyers in Boston, write us— 


50 Styles In Stock 
HERE ARE A FEW 
“IN-STOCK” STYLES 











IT HAS MERIT AND 


AULT-WILLIAMSON SHOE CO. Manuracturers Auburn, Maine 








quality shoe laces for 
every requirement 
In bulk for the factory trade. 
Single paired for the fine job- 
bing trade. 
Finished with Nufashond 
Fabric Tips a ae applied 
for). Part of the braid itself 
Rustless, water-proof, won't 
pull off. 
Samples and particulars 
upon request. 


Narrow Fabric Co. 
Reading, Pa. 





—AODOGUSSOGREOGROGGOUGROOCRGURORRRDRCORERCOGRRRROROURERECCRORCRERORSCURROCRRORREREEe 


SHOE STORE 
FURNITURE 


On every piece. To Match Your Fixtures On every piece 





Fitting Stool 


The cheapest on the 
market--will outwear 
4 of any $2.00 kind 
STRONG and 
STEADY 


$3.85 








No. 4061 











THE C. F. STREIT MFG. COMPANY 
te for Catalog 1047 Kenner St., CINC!™NATI, O. 
OUDOUNEOCOUOUGHOOOOOOGOUOROGOEQOGONRGE sDODODOUOEORODOEOEOUDD 





SAVING THEN SELLING YOUR 
WASTE PAPER SOON PAYS 
FOR A BALER 


$15 to $110 a ton! 

you getting these prices for 
your waste paper? Take*advan- 
tage of them and let the 


“Modern Leader” 
All Steel Baler 


pay for itself. The first and 
y_cost will be covered and its 
earning ability seen in a few 
weeks after its Fe This 
baler is Pp to 
meet all requirements of the store 
or factory, with the least demand 
on space or labor. It will be a 
profitable investment for you. 


Turn your waste paper into profit? 
Read, sign and return the attached 


tod d 
Tuk MODERN LEADER ALL 





STEEL BALER Booklet. Agents Wanted 

The Petroleum Iron Works Company 
OF OHIO 

702 Frick Building, Pittsburg, Pa. 








SIGN AND RETURN THIS COUPON, N-O-W 





¢ Petroleum Iron Works Co. of Ohio, 6 
Jon Frick Bldg., Pittsburgh, Pa. 


Please send guariotive catalog of THE MODERN LEADER ALL STEEL 
—_— omplete information about how to turn our waste paper 





———— 
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BOSTON 
U.S.A. 


Rubbers Rubbers Rubbers 
AMERICAN BRAND 


_has always stood for first quality mer- 


chandise, made by skilled hands and 
with modern equipment. 


They have long been noted for their 
superior wearing and fitting qualities 
They are demanded by those who 
want the best. 


American Rubber Co. - Boston, Mass. 
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Boots and Shoes 


The situation in rubber footwear is in no respect 
changed from a week ago. Many wholesalers were 
in Boston last week, attending the meetings of the 
associations, and in looking over the shoe market. 
The rubber shoe manufacturers report that their 
customers are confirming the orders, or that portion 
of them which were unfilled last year, while new busi- 
ness is coming in to a gratifying amount. 

In this connection it may be well here to condense 
in a small space, the gist of an address given by W. E. 
Barker, manager of sales of the United States Rubber 
Co., at a luncheon of the National Shoe Wholesalers’ 
Association in Boston last week. He stated that at 
this time there were in the stocks of the factories, 
warehouses and branch stores, $15,000,000 less of 
goods than a year ago, and $8,000,000 less than the 
previous year at the corresponding period. There 
had come to him an intimation that the company 
had held back goods, that they might be billed at 
1917 prices. This was far from the truth. Notwith- 
standing the fact that the company shipped 15 per 
cent more than in any previous year, yet it fell far 
short of filling orders. 

And apropos of the rubber footwear question, the 
growth of the rubber sole business, was the subject of 
one of the interesting addresses given at the National 
Shoe Retailers’ Association last week by W. H. Palm- 
er of the United States Rubber Co. The title was 
‘‘Why Leather)” Referring to the change in senti- 
ment during the last year or two regarding rubber in 
place of sole leather, and stating that there were more 
varieties of such in the market than of a famous brand 
of pickles, he told of the early efforts of manufacturers 
to produce rubber soles to meet all price demands, and 
the consequent lack of satisfactory wear, until the 
whole rubber sole situation received a black eye, and 
the movement began to recede as rapidly as it had 
developed. But it was proved that where high-grade 
shoes, with similar grade rubber soles were sold, the 
demand steadily increased, while where cheap rubber 
soles were used, the demand stopped almost entirely. 

Mr. Palmer told of the increasing demands for 
canvas upper rubber soled footwear, stating that 
from an annual business of 25,000 cases to an output 
of 100,000 cases a year was a growth covering about 
ten years, but in more recent years 120,000 cases was 
considered a normal or satisfactory business for his 
company. For the year ending August 31, 1907 the 
number of cases shipped was 149,374 cases, and since 
then, the annual shipments have increased more than 
four fold, and the demand at present fully warrants, 
not only the equipment of the big mills at Williams- 
port, Pa., and the addition of tennis departments 
at some other factories. 
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The Rubber Realm | ee ae 


Crude Rubber 


The market is but moderately active, with prices 
easier. It is now believed that many large consumers 
have stocked up largely in anticipation of further 
difficulties being placed in the way of importers, and 
added to this is the possibility of an import tax on 
rubber. — 

We quote: Upriver fine, 78 to 79c.; islands fine, 
70c.; upriver coarse, 53 to 54c.; islands coarse, 33c.; 
cameta, 34c.; caucho ball, 54c. for upper; 52c. 
for lower. Centrals and Mexicans 49 to 50c.; red 
Massai, 61 to 62c.; guayule, 42 to 44c.; first latex pale 
crepe, 78c.; smoked sheet, 77c. 


The Rubber Catalogs 


The new footwear catalogs of the United States 
Rubber Co. like those of previous years, have hand- 
some covers in colors, each with appropriate 
design. They contain halftones of the various 
styles of boots and shoes, and full descriptions, giv- 
ing very satisfactory information regarding the goods 
made in each factory. There are also pictures of 
lasts, a side view and a sole view being given, some 
new shapes being added which are adapted to the 
latest styles of leather shoes they are intended to 
cover. 

Speaking of the ornamentation, the covers of the 
catalogs of the Lycoming and “Goodyear Glove”’ 
factories bear handsome conventional designs. The 
Boston Rubber Shoe Co. catalog is appropriately 
decorated with a picture of the Boston Tea Party; 
the L. Candee & Co. shows a bright lad in a lively 
shower; the American book pictures a seringueiro 
gathering latex; the Joseph Banigan Rubber Co. 
shows a couple of automobilists in a snow-storm; 
the Woonsocket Rubber Co.’s decoration is a fisher- 
man in midstream; the Meyer Rubber Co. contrib- 
utes a hunter in the wintry woods, while the Wales 
Goodyear catalog, true to its trade mark, depicts a 
polar bear on a cake of ice, with the midnight-sun in 
the background. ; 

Besides these there are the usual net and gross price 
lists of the above-named companies, and in addition, 
net price lists of knit and felt boots of the Hastings 
Wool Boot Co. and the Medford Woolen Mfg. Co., 
the list of miscellaneous goods, and a special catalog 
of the Everstick rubbers. 

The Hood Rubber Co. has sent out its net price 
lists of Hood, Shawmut, Bullseye, Arrow and Dixie 
brands of rubber footwear showing increases over 
last year’s prices, averaging about fifteen per cent. 

The Apsley Rubber Company’s price lists, dated 
January 1, comprise goods of the Apsley, Harvard, 
Deliverer, Hudson, Marlboro, Middlesex, Polar, Rock 
Hill and Granger brands, and show material advances 
over last year’s figures. 


ee 
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AZTEC CALF 


A Gallun Quality Leather 


Leather can be tanned two ways—quickly and 
slowly. 


Leather tanned quickly loses the strength of the 
animal fibres through the application of power- 
ful chemicals. 


Leather tanned slowly retains all the strength of 
the hide, and time plays the important part in 
mellowing the leather and keeping its original 
qualities intact. 


AZTEC CALF is tanned the slow way, and is 
favorably known asa Summer leather that doesn’t 
chip—that is cool and ventilating—that takes a 
brilliant polish and holds it. 


AZTEC CALF is made in a variety of weights and 
grades. 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 


H. A. ELY, Manager 11 East Street, Boston 
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The market remains quiet. The first-of-the-year 
inactivity continues. Although there is something 
doing right along, there is no snap to business. Ship- 
ments of leather, both upper and sole, are mainly 
deliveries on contracts. The new purchases are 
confined almost entirely to sample orders. 
business is halted through inability to ship, because 
of the commandeering of freight space, to the 
amount of eighty per cent for foodstuffs and am- 
munition for the British Government. Despite the 
weakness manifested in one or two lines of leather, 
the market is strong in all other varieties, both sole 
and upper. There begins to develop a theory that 
shoe manufacturers have been loading up right 
along, in anticipation of higher values, and that 
they now have sufficient stocks on hand to last them 
for a considerable period. Meanwhile, by keeping 
out of the market, they expect to break the high 
prices, and buy leather cheaper later. This theory, 
however, is untenable, when it is considered that a 
very large proportion of the shoe manufacturers 
have refused to buy in anticipation of orders, and 
have purchased, at current prices, such lots of leather 
as was indicated necessary to make up the order. 
There are advocates of both these theories, and 
each is backed up by facts, these facts being in- 
dividual cases of manufacturers who have much, 
and others who have little leather ahead of actual 
requirements for orders on hand. 


Sole Leather 


As a rule, tanners are indifferent sellers at the 
present time. While a fair amount of shipments is 
being made, receipts are not heavy, and stocks far 
from up to average. Even with only a moderate 
demand prices are held firmly, and such new sales 
as are chronicled are at full quotations. Some tan- 
ners refuse to make prices, except for such leather 
as they have in their warehouses. Dry hide hemlock 
continues quotable at 58, 56 and 54c., and as far 
as can be judged from present indications, there is 
no prospect of any recession from these figures. 
Union sole sales are not large, but tanners holding 
firm to last week’s figures, which are 85c. for light 
and middle weights, heavy from 79 to 83c. Oak 
sole is in small supply, and no heavy business doing. 
Bends sell from 92 to 97c. and backs 85 to 88c. for 
best quality. Belting butts are quoted at 90 to 92c. 
for light, and 86 to 88 for heavy. 

The demand for offal keeps prices firm, and stocks 
small. Hemlock bellies bring 23 to 25c. and shoul- 
ders 40 to 42c. Union bellies 26 to 30c. and shoulders 
65 to 66c. Oak offal in somewhat better supply, 
with bellies selling around 40c. and shoulders 65 to 70c. 


Upper Leather 
The principal feature of the upper leather market 
is the decline in calf leathers. This is attributable 


Export - 
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to two causes, the break in raw calfskins, which it is 
claimed had been unwarrantably high, and the plac- 
ing upon the market of nearly half a million skins 
which had been taken in exchange for shoes by a 
leading shoe manufacturer. The latter cause is 
but temporary, however, as the French government 
will not permit any more such exportations, at least 
until after the war has closed. It might have been 
expected that this softening of calf leather prices 
would have a tendency toward lowering quotations 
of other upper leathers, but such has not proven 


firmness shown which has characterized the market 
for months. Black chrome calf quotations are 70 to 
80c. a foot, colors now from 75 to 90c. Ooze special- 
ties are quoted from 87 to 95c. and white calf $1.00 
a foot. Side leathers in imitation of calf are selling 
in only moderate amounts, with prices ranging from 
35 to 50c. for black, and 40 to 55c. for colors. Some 
buck finishes sell from 60 to 75c. a foot in colors and 
white. Waxed splits in better demand for home 
cutting, and export call continues. Patent colt and 
calf continue firm and high: Patent kid strong at 
75 to 80c. per foot. Glazed kid sells around 75 to 
80c. for medium qualities, while in fancy colors, 
$1.00 a foot is sometimes demanded. 


Hides 


The market is somnolent as regards country 
hides. Tanners are not purchasing, and quotations 
are hardly indicative of actual values, and prices 
are normal. The take-off is long-haired, and there- 
fore of less value, pound for pound, and for this 
reason, holding anywhere near to quotations of a 
month ago, is really an advance in actual values. 
The sales which have been recorded are so small as 
to have no important influence on the market. New 
England abattoir cows are held at 26 for lights and 
22 for heavies. No. 1 Ohio buffs are nominally 23 
to 25c., and extremes 27 to 28c. Southern country 
hides are quiet, and range from 23 to 25c. 

The packer. hide market continues quiet, though 
there is a little better business doing than a week 
ago. Such sales as are reported are so small, how- 
ever as to have little effect on the market. Tanners 
are waiting for a decline. Native steers are held 
at 32c. and cows at 3lc. Texas steers 32 for heavies 
and 31 for lights and extremes. Chicago buffs 22 
to 24c. and extremes 26 to 28c. 

The Chicago calfskin market is easier. Packers 
are quoted at 50 to 52c. with no sales reported. Chi- 
cago cities are held at 45 and outside cities 42 to 
44c.. Countries quoted at 38 to 40c. New York 
calfskin quotations are lower, $4.75, $5.25 and $5.75. 
Foreign dry hides continue quiet, with prices un- 
changed. Best Buenos Aires hides are held at 45c. and 
Montevideos, at 50c.; Cordobas 47 to 48c. 
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MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


There has been little in the footwear field during the week 
to occupy special attention so far as general business is con- 
cerned. By the end of the month all the salesmen will be 
in their territories again and, if they keep up their gait of the 
recent past the next ten to twelve weeks will see sixty per cent 
of the Fall orders placed. Specialty houses are working their 
factories to the limit to meet the demand for current footwear 
despite the fact that this is a season, usually, of some retro- 
spection, while the general plants are busy too with little pros- 
pect of any cessation in their activities for some time to come. 
So far as can be learned practically every plant of every com- 
pany operating in and from St. Louis is being pushed to the 
limit of its labor supply. There 
are one or two exceptions, but 
this statement applies to the 
greater proportion by far. 

Retail stores locally are finding 
the current business good and 
there is less disposition than ever 
to put on anything in a clearance 
way. It is a very safe bet that 
there will be no selling below 
replacement cost even in the 
clearance sales save on merchan- 
dise that it has been determined 
to clean out of the store per- 
manently. 


Internationals’ New Officers 


At the annual election of the 
International Shoe Company, 
Jackson Johnson was re-elected 
Chairman of the Board, while 
President Frank C. Rand, 
only recently elected to that 
position, retained it for the 
ensuing year. The vice-presi- 
dents chosen include Henry 
W. Peters, John C. Roberts, 
Fred W. Peters, W. H. Moul- 
toa, J. T. Pett, ©. D. P. 
Hamilton, R. N. Warmack, 
Charles H. Peters, Theodore Moreno, and H. Watkins. 
The other officers are D. C. Biggs, treasurer; F. A. Sud- 
holt, secretary; H. C. Wood, comptroller; D. E. Woods, 
auditor, and F. A. Brickenkamp, assistant secretary. The 
directors chosen include D. C. Biggs, C. D. P. Hamilton, P. B. 
Jamison, Jackson Johnson, T. Moreno, W. H. Moulton, C. H. 
Peters, E. H. Peters, H. W. Peters, J. T. Pettus, F. C. Rand, 
Carlos Reese, Jr., J. C. Roberts, H. C. Stribling, F. A. Sudholt, 
R. N. Warmack, Griffin Watkins, Horton Watkins, H. C. Wood 
and D. E. Woods. 


Travelers’ Officers Installed 


The new officers of the St. Louis Shoe Travelers’ Association 
have been installed in office and will have charge of the affairs 
of the organization, which is affiliated with the National As- 
sociation, for the ensuing year. The new officers are: G. E. 
Lippman, James Clark Leather Co., president; Wm. H. Lampe, 
Johnson-Baillie Shoe Company, vice-president; C. C. Cayce, 
secretary and treasurer; C. W. Wilkins with the Brown Shoe 
Company, G. E. Gorman with the Rice-Hutchins St. Louis 





A ‘“NU-BUCK” STYLE 
By Ellis, Eddy Company, Haverhill, Mass. 


Shoe Company, and J. P. Chambers with the Pedigo Weber 
Shoe Company directors. The local association is growing 
very rapidly and a considerable number of new members were 
elected at the meeting which followed the return of the road 
men from their trips in early January and late December. 


Moench Branch Closed 


The branch office of C. Moench & Sons in St. Louis has been 
closed and will be covered hence forth from the Chicago office: 
William P. Erhart, who has represented this concern, has joined 
forces with Charles H. Stix, as the Stix-Erhart Leather Company 
and the new firm has already made connection, with a con- 
siderable list of leather houses which they will represent in St. 
Louis. The firm has started off the new year with a consider- 
able number of heavy sales. 

Prison Terms for Shoe Crooks 


The last of the gang known 
as the bankruptcy trust and 
operating for some years as the 
Great Western Jobbing House 
in St. Louis has surrendered to 
the Federal authorities and will 
take their medicine in the shape 
of terms in the Federal peniten- 


was to obtain goods on opén 
accounts through alleged fraud- 
ulent representations as to credit 
and then by means of fake bank- 
ruptcies pass the goods along at 
the expense of creditors. A 
considerable number of shoe 
houses among others were caught 
by the crooks who were finally 
rounded up and tried in the 
Federal courts, afterwards ap- 
pealing and giving bonds. Their 
cases failed and they are now 
to take their sentences. 


Brown Factory News 


The new plant of the Brown 
Shoe Company, which is being 
built at Litchfield, Ill., will cost 
about $120,000 exclusive of the 
machinery and other interior equipment. It is to be four stories 
in height, 33 feet wide by 250 feet long with a 37x37 foot T 
extending from the north side and another 20x37 foot stem 
extending from the first. The roof of the factory is to be pro- 
vided with a garden and a plot of ground alongside the factory 
made into a park. Shipping facilities will be provided by direct 
connection with electric interurban and steam lines. 

The Moberly plant of the Brown Shoe Company has been 
closed temporarily and the work done there will be handled 
elsewhere for a time until some necessary readjustments of the 
factory equipment, -etc., have been made. The local workers 
in the factory have also taken up some wage matters which will 
be adjusted before the factory reopens. The handling of this 
matter is being looked after by General Superintendent Harry 
Tomes. 

New Shoe Department 

A new retail shoe department is being opened up at Stein- 

berg’s at 716 Washington Ave. This store has heretofore 


. confined itself to women’s garments, but has entered the foot- 


wear line because of the close relationship between proper cos- 
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AT THE CINCINNATI CONVENTION 
The Goodrich guide post on the country’s principal motor routes was changed at Cincinnati to be a guide to the country’s shoe 


merchants at the National convention. 


At the right is the display arranged for the visitors by the Holters Shoe Co. of Cincinnati, 


in one of the bridal chambers of the Hotel Gibson 


tuming and the covering for the feet. While it is opening now 
for business, it is the plan to have the formal opening with the 
coming of the Spring season, which will open in this section 
somewhat earlier than in the more northern climate. 


Egyptian Hustlers to Dine 
The Egyptian Hustlers, salesmen making the southern por- 
tion of Illinois, will have their Winter dinner dance, January 20. 
Special committees in charge of the affair promise to make it 
more enjoyable than ever, in doing which they will have to go 
“‘some’”’ to excel their predecessors. 


CINCINNATI 


The ShoejTravelers’ Association of Cincinnati held a meeting 
in the committee room of the Emery Hotel last Thursday. 
Reports from the delegates to the convention of the National 
Shoe Travelers’ Association at St. Louis during the week pre- 
vious were heard. 

Displays at Convention 

One of the greatest features of the National Shoe Dealers’ 
Convention last week was the individuality and artistic ability 
portrayed by a number of manufacturers, both local and foreign, 
in their displays. Too much can not be said of each and every 
one of them, for they all were seen and complimented by hun- 
dreds of shoe dealers from all parts of the country. 

The Holters Shoe Company display was one especially at- 
tractive in arrangement. Those in charge of the display were 
A. L. Willey, John F. Twohig, Jay Jaffe, Max Ellenstein, J. B. 
Meek, and Geo. Aftel. The Goodyear Tire & Rubber Co. 
had a splendid display of Neolin soles, which was under the 
management of F. J. Blake. 

The display of the Manss Owens Shoe Company attracted 
very much attention. F. X. Owens was in charge. 

The McElwain Columbus Co. was here with their Big, Small 
and Army shoes, being shown by Wm. E. Durrell, their local 
representative. 

“‘Textan’”’ was another display that held the spotlight. Ashley 
Kennedy representing the B. F. Goodrich Co. turned loose with 
his ideas and pulled off a big one. His display was so arranged 
that one would have to come in and have Textan punch and 
cigars in order to see the Textan soles. The Textan porter wore 


oe 


a red coat with white trousers, a red cap, and of course shoes 
with Textan soles. 

The Wise Shaw and Feder Co. occupied the other bridal suite 
and therefore had a very attractive show with John Gregg in 
charge. 

’ Brooks Shoe Mfg. Co. of Philadelphia, had a most attractive 
display of their Bathing shoes, in charge of Samuel Grass. 

The DuPont Fabrikoid Co. of Wilmington Del. had a com- . 
plete show of their compositions being demonstrated by Mr. 
Mitchell. 

Good ‘results were received from the demonstration of the 
Toledo Button Machine Co. E. Pauck, president, stated that he 
sold a number of machines during the three days. G. E. Whe- 
lan, L. Firth, Otto Kaufman, and John Pauck were others 
besides the president who were present and pushing the Toldeo 
Button Machine. 

Another interesting display was that of the Scholl Mfg. Co. 
In addition to the interesting show of their goods, moving 
pictures were exhibited which presented the educational and 
advertising plans of the company for the year 1917. 

J. K. Ingalls, Wm. H. Rheine, and W. Richardson were 
representing the Company. 

The Travers Shoe Co. received a great number of compliments 
on the beauty of their large display. Walter G. Greenebaum 
was in charge. 

W. P. Hennesy, Chas. Auer, Jas. Cowen, Walter Luptman, 
and Jos. Janow were in charge of the P. Sullivan display. A 
piano player was one of the attractions to the Sullivan booth. 

The Kelly Button Machine Co., Norfolk had one of their 
machines on display. Willard P. Sullivan, manager, was demon- 
strating. 

Miami Chemical Co. represented by J. Campbell had their 
Mufti cleanser much in evidence. 

Hood Rubber Co., Watertown, Mass. was represented by 
P. W. Lewis. 

John Rauh was in charge of the display of Mann & Longini 
Co. of Cincinnati. 

Notes in the Market 

Jack Epstine has recently become salesmanager of the Helmers 
Bettman Shoe Company of this city. 

S. Rosencrans Murphy, one of the members of the Julian 
Kokenge Manufacturing Company of this city, who covers the 
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We held off just as long as we possibly could on raising 
the price, but finally the advances in costs of the high-grade 
materials we use made it absolutely necessary. We didn’t 
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northwestern part of the country, and with his headquarters in 
Chicago, was in the city during the convention. Mr. Murphy 
states that he had the best season he has ever experienced, being 
able to take care of every one of his customers. 

He will leave this week on a two months’ vacation for Jack- 
sonville, Fla.; Palm Beach; Havana, Cuba; New Orlearis, and 
other cities of the south. 

Floyd A. White, buyer for the Bertig Bros. Paragould, Ark, 
was in the market during the National Retailers’ Convention 
and was the guest of Col. Robert Harrison of the Sam B. Wolf 
Shoe Company. 

C. B. Franks, a dealer of Montgomery Ala., was entertained 
in the market last week during the convention by Frank Do- 
honey. Mr. Dohoney is the southern traveler for the Irving 
Drew Manufacturing Company and is one of the most popular 
salesmen on the road. 

The Emerson Shoe Company will open a branch store in this 
city in the near future. It will be located at 524 Vine Street. 


Special Convention Displays 


The local shoe store windows during the National Convention 
were some of the prettiest that ever have been accredited to 
Cincinnati. The universal color scheme which was green and 
white was brought out in a most interesting manner by those 
most prominent in the trade. The handsome show windows of 
the H. & S. Pogue Company were full of shoes and nothing but 
shoes. They attracted very much attention. 


The shoe trims at the Gibson Boot Shop while small were 
mighty good eye catchers, for they were right at the convention 
headquarters where the large numbers of visitors were coming 
and going. 

Numbers of others about the city equally as pretty helped 
greatly in carrying out the color scheme idea. 


BROCKTON 


Manufacturer’s Eightieth Birthday 


Charles Howard, President of Howard & Foster Company, 
and the dean of shoe manufacturers in Brockton, observed his 
eightieth birthday recently. He received many congratulations 
and good wishes from fellow manufacturers, the concern’s 
customers and other friends in all walks of business life. He 
enjoys excellent health and is in daily attendance at the factory, 
performing his duties as the financial head of Howard & Foster 
Company. 

A Native of Brockton 


Mr. Howard is a native of North Bridgewater, (now Brock- 
ton), having been born here January 9, 1837, at a time when 
the place was a village of 21,000 population. In 1860 his 
father gave him an interest in an awl and needle shop that Mr. 
Howard, senior, had conducted for many years. This business 
was continued by Mr. Howard successfully until 1887, when 
he formed a partnership with Charles H. Foster to manufacture 
shoes under the firm style of Howard & Foster. The shoe 
business prospered and outgrew the plant in which it was orig- 
inally located. Ten years ago, the Howard & Foster Company 
moved into the large and modern factory on Pleasant Street, 
which it now occupies. 


Active in Other Lines 


Mr. Howard, in addition to being identified his entire life 
with manufacturing in Brockton, has been for years associated 
actively with the Brockton Fair, of which he was one of the 
founders. He served as one of the directors of the society for 
35 years, and was for ten years its president. At the last 
election he refused to continue and was made honorary president 
in recognition of his services. Mr. Howard is interested in all 


matters pertaining to the advancement of Brockton, being a 
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member of many business and social organizations. As an 
observance of his birthday, he was given a dinner by his im- 
mediate family, including his son-in-law, Wm. A. Nute, who 
has for many years been associated with Mr. Howard in business. 





CHARLES HOWARD 
Of Howard & Foster Co. 


The veteran shoe manufacturer has a host of friends throughout 
the trade who will unite in wishing him many more years of 
health and activity as the head of one of the best known shoe 
manufacturing concerns in the United States. 


Returned From Western Trip 


The Brockton shoe men who took part in the New England 
Shoe Manufacturers’ Tour of the Middle Western cities con- 
cluded their trip in New York on Sunday last. These were: 
John S. Kent, M. A. Packard Company; H. C. Beckman, W. L. 
Douglas Shoe Company; Frank S. Farnum, Churchill & Alden 
Co.; M. E. Hayward, The Preston B. Keith Shoe Company. 
Messrs. Kent and Farrum attended the meeting of the National 
Shoe Manufacturers’ Association, of which Mr. Kent is presi- 
dent. The party returned to Brockton with the exception of 
Mr. Farnum, who started on a trip to Cuba in company with 
Lee Baker of Baker Bros., shoe retailers of this city. The 
Brockton contingent had a most profitable and enjoyable trip, 
one which they state will be of great benefit from an educational 
as well as inspirational standpoint in business. The whole- 
hearted reception which they received in the cities visited gave 
them a new view of western hospitality, and one which they 
feel sure will bring them into closer relationship with the West 
than in the past. 


Will Sell Woodright Lasts 


Harry T. Bristow, who is well and favorably known as a 
successful last man, has associated himself with the Woodard 
& Wright Last Co. and will cover the West as well as some 
sections of the East in the interests of that concern. Mr. 
Bristow has an extended experience and a wide acquaintance 
among the trade and in his new field of endeavor will undoubtedly 
prove the right man in the right place. 


Opening Week of the Year 


For the first week of 1917 there were shipped from Brockton 
factories 11,436 cases of shoes, equivalent to 285,900 pairs. 
These were divided as follows: Brockton 4317 cases, Campello 
2388 cases, Montello 4731 cases. 
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HAVERHILL — 


Western Tour an Eye-Opener 


The Haverhill members of the New England Shoe Manu- 
facturers’ tour of the middle West are enthusiastic in regard to 
the results of that journey. The names of the nine men who 
represented Haverhill on that memorable trip are as a matter 
of trade record given here—W. Herman Butler, Butler & Hasel- 
tine, Inc.; Geo. W. Dobbins, Witherell & Dobbins Company; 
Harry F. Taylor, Charles K. Fox, Inc.; Frederick P. Liberty, 
Liberty-Durgin, Inc.; Joachim Rickard, Rickard Shoe Com- 
pany; Sherman H. Haseltine, Haseltine-Colby Shoe Company; 
Clarence C. Hastings, and F. A. Brewster, J. H. Winchell & 
Cc.; S. H. Marshall, Emery & Marshall Company. 


Business Value of Trip 


The concerns with which these men are connected represent 
important interests and large production in Haverhill shoe 
manufacture. That they took part in a pioneer trip of this 
sort is in the highest degree creditable to their foresight and 
broad gauge policy as manufacturers. It is the unanimous 
opinion of these nine men that the information which they 
obtained from their visit to shoe factories of the middle West 
will prove of great value in the future conduct of their business, 
as a means of increasing the efficiency of their respective or- 
ganizations. By coming into close personal contact with the 
western men, they have obtained ideas in reference to western 
merchandising methods which can be of advantage to Haverhill. 
That this trip should be an annual affair is the opinion of all 
the Haverhill men who took part in this pioneer journey. 


Price Increases During 1916 


By far the most important and far-reaching trade feature 
in Haverhill during the past year, was the rapid and revolution- 
ary advances in prices of leather and other shoemaking ma- 
terials. Average advances reached 100 per cent with a 
much greater ratio in many kinds of goods. On this subject, 
President Butler of the Haverhill Shoe Manufacturers’ Associa- 
tion says that the situation has required the closest attention 
on the part, of manufacturers to avoid complications leading to 
losses. 
heavily of leather, months ago, placed them in a strong position 
as’ regards filling orders. Mr. Butler adds: ‘These stocks of 
materials will soon be exhausted, however, and Haverhill manu- 
facturers will face a shortage in common with other shoe centers 
and a curtailment in output must necessarily follow. You can’t 
buy today,in the quantities that Haverhill men bought when 
they got in their present supply, regardless of price.” 


Shoe Man to Marry 

Invitations have been issued for a wedding which is of interest 
to the local shoe trade. Miss Dorothy Bishop Barrett, daughter 
of Mr. and Mrs. Harry Wyman Barrett of Malden, Mass. 
will be married February 3d to Myron L. Whitcomb, Jr. of this 
city. Mr. Whitcomb is one of Haverhill’s best known young 
shoe men. He is associated with his father in the J. H. Winchell 
& Co. and Whitcomb Shoe Company one of New England’s 
leading concerns manufacturing men’s shoes. 


Trade Patent Issued 

A patent was issued last week to Irving L. Keith of this city, 
as assignee, for an improvement in tap-sticking. Mr. Keith 
has for several years been identified with a system of tap- 
sticking which is used in many factories. The device on which 
this patent has been granted relates to an improvement in 
pressing soles and taps together after cementing, insuring in- 
creased effectiveness as well as a saving of time in the work. 


Shoe Manufacturer’s Bequests 


The late Charles C. Griffin, formerly a leading shoe manu- 
facturer of this city, has by the terms of his will left $175,000 
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to the establishment and conduct of the C. C. Griffin Home for 
Aged Men and Women. Other public bequests are: Building 
Association of the Day Nursery, $3000; Hale Hospital, $2,000; 
Haverhill Boys’ Club $1,000; Old Ladies’ Association, $2,000. 
Mr. Griffin’s estate is valued at about $214,000. 


NEW YORK CITY 


Some early shipments of Spring goods are now beginning to 
come in to the stores, and within: the next six weeks the ship- 
ments will assume considerable proportions. So far as early 
Spring buying on the part of the public is concerned, the retail 
people look for a continued call for boots of 814 or 9-inch heights 
in the women’s line, and are anticipating that the demand for 
white boots will make a very early appearance. 


On the Road 


Frederick Mulhauser, who has been a member of the office 
force of Powell & Campbell for some time, has been appointed a 
traveling representative of that concern, and will cover the trade 
in Baltimore, Washington and points in Maryland and Vir- 
ginia. Mr. Mulhauser is a young man of enthusiasm, and his 
connection with the house has given him a thorough familiarity 
with their lines and policies. 


Increasing Their Plant 


To meet the requirements of their rapidly expanding busi- 
ness the Griffin Manufacturing Company of this city, who have 
but recently erected a large concrete building, have announced 
the fact that théy have secured also the property adjoining. 
This other building will be used chiefly for the storing of the 
raw material of their dressings and the finished product. This 
will enable them to devote all of the space in the building re- 
cently erected to the manufacture of their goods. As soon as it 
is possible to move the stock over, additional machinery will be 
put in and an organization developed for increasing their manu- 
facture. Before it is possible for them to fully avail themselves 
of their new addition, however, they will do some extensive 
remodeling, and it is not thought that the building will be fully 
in service before the first of April. 

Mr. Scheuerman, who has been visiting the trade in Ohio, 
but recently returned to the home office, will go out again on his 
territory about the first of the month, and it is announced that 
M. L. Lippman will also in future visit the outside trade. 


The Blyn Ball 


The annual ball of the Employees Association of the Blyn 
Shoe Company, which is one of the social affairs of the trade 
that brings together a great many of its people every year, was 
held this year as usual at the Terrace Gardens, January 9th. 
Perhaps a greater number were in attendance than at previous 
affairs of the kind, the total being somewhere in the neighbor- 
hood of 3000, and as usual the affair was a very successful one. 
Among those in attendance were many manufacturers local and 
out-of-town, as well as members of the wholesale trade and 
their representatives. 


Novelties That Are Wanted 


The call for shoes for immediate wants continues very active, 
one of the people of the Duane Shoe Co., who specialize in 
women’s novelty footwear, said a few days ago, and this demand 
seems to embrace much of everything in their line. For in- 
stance, they are selling a great many white buck and white kid 
boots at the present time, and the colored stocks, including gray 
and brown in both of the leathers named, are evidently wanted 
by the retail customers of the house. Black kid is also a very 
strong seller, and spat pumps in patent leather and kid are 
found quite numerously in the day-to-day orders. The orders 
coming in for silver and gold cloth pumps are quite a feature of 
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The Box Toe that is 


replacing all others. 


The Public, the Shoe 
Retailer and the Shoe 
Manufacturer are now 
alive to the difference 
between the Vulco-Unit 
Box Toe and the old 
kind. 


Waterproof and Sweatproof. 
Holds the shape of the last. 





There is only ONE Vulco-Unit Box Toe. 
It is made by——— 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 














The most widely circulated book ever f 


printed for the shoe trade is the 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 


Now in its THIRD edition, enlarged and } 


} revised, and printed from new type. Two f 
big editions went rapidly, and it is still | 
y selling fast, for it is a book that every 


seller of shoes will value for reference or 


j extended study. It is a recognized au- f 
] thority in the trade, because of its de- | 
y pendable accuracy. It is compact, concise, 
f pocket size, not a word wasted. Price, 40 | 


j cents a copy, postpaid, or three copies to 


one address for $1.00. Every member of f 


| every sales force ought to have a copy. 
¥ Send check (or stamps) with order to 
3 Book Dept., Boot and Shoe Recorder, 


) 179 South Street, Boston. 


Same style of binding, same price, same [ 


| useful completeness, our booklet on 


“Shoe Fitting” 


Mix your order, if desired, part “Shoe {| 


| Fitting,” part “Lexicon,” at the dollar rate | 
§ above quoted. 
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present business, and this demand seems to be from all over the 
country. Low-heeled walking boots, that is, those carrying a 
heel of about three-quarter height, are being called for in a way 
that indicates an increasing popularity for this type of shoe. 
They are wanted mostly in tan calf and Havana brown kid, 
and in these a number of patterns are being shown by the 
house. : 

Up to the present time the house has not interested itself 
especially in business for the Spring season, since it is not their 
policy at any time to take advance orders. They will present 
their Spring lines, however, around the first of February. 


An Appreciation 


In appreciation of their successful efforts in selling, a very 
enjoyable evening, which included both a theater party and a 
dinner, was tendered the sales force of L. Fried & Sons, Janua- 
ary 5th. The entire sales organization were first the guests at 
the house of the Palace Theater and then at Wallick’s, where a 
banquet was served. 

Rubber Sales 


The announcement is made by the Duane Rubber Company 
that in spite of the increase in the price of rubbers, they were 
in a position to fill one hundred per cent of their 1916 orders, a 
showing of which the house is especially proud. In the first 
week of the present year they state they have sold seventy-five 
per cent of their allotment of rubbers for this year. 


LYNN 


New Things in Leather 


Tanners vow that never was leather stronger in fibre and 
finer in finish. But the most amazing argument is that leather 
should be cheaper. 


A tanner pointed out to Lynn shoe manufacturers, one day 
this week, that enough kid leather is exported to provide Lynn 
shoe manufacturers with leather to keep their shops going to 
full capacity every day in the year. The average price of this 
leather is 30 cents a foot. 

A pair of uppers of this 30 cent kid leather would cost 90 
cents, and shoes made of it could be retailed at $3.50 a pair, 
which prices are some different from millinery kid at $1.50 a 
foot, and boots of it at $10 a pair. 

_ The tanners declare that American shoe manufacturers 
should buy up this exported kid leather, and use it in making 
low price lines of shoes for American people, instead of letting 
it all go to Europe. 

As for new finishes of leather, they are new bucks, particularly 
grays, new patents, new Russias, and some brilliant designs in 
stripes, scrolls and pictures that are as bizarre as Russian dances. 


New Fabrics for Shoes 


Like a ribbon counter looks the sample fabric box of the Lynn 
maker of fine shoes for women. In it are awning stripe fabrics 
for sport shoes, buck and suede cloths for dressy street boots, 


hard finish fabrics for service boots, and brocade silks for full - 


dress shoes. 


Ten dollar fabric boots are here, and some of them are a 
trifle higher. Fine fabrics, at $1 a foot are offered to Lynn 
makers of fine shoes for women. The use of fabrics is recom- 
mended, not as a substitute for leather, but to stabilize material 
prices and maintain the style and beauty of the shoe product 
of today. 

Bear in mind, too, that fabric shoes must be made and fitted 
with a great deal of care, for the moment shoe men make the 
blunders of putting ugly boots on the feet of women, skirts will 


drop to hide the ugliness and the bonanza of the shoe trade will 


be busted. 
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Increase in Wages 


Lynn Shoe Manufacturers’ Association has offered a ten per 
cent increase in wages, and the offer has been accepted by the 
Joint Shoe Council. 


White Goods Sold Ahead 


Several manufacturers of Lynn and along the North Shore 
have sold ahead their production of white shoes until June 1. 


Cost of Indias 


India skins, tanned but not finished, cost 40 or 50 cents a 
foot, according to quality. Peabody manufacturers buy them, 
and change them into beautiful white or gray leathers, with a 
silky finish, and shoe manufacturers pay 60 or 70 cents a foot for 
them. 

These skins are in the limelight of publicity just now because 
the British government has tightened its embargo on them, and 
supplies of them are getting few’ and far between. 


No Chafing Now 


‘‘Here are some beautiful fabric boots,” said the Lynn salesman. 
“Yes, they are beautiful,’ responded the buyer. “But the 
fabric is so silky that skirts will quickly chafe it away.” 

“What are you talking about, man,”’ replied the Lynn sales- 
man. “Skirts no longer chafe boot tops, for they are an inch or 
two above boot tops.” 


PHILADELPHIA 


Busy With Immediate Orders 


Immediate business on high shoes is coming in very freely 
to the factory of M. Elkin & Co., and Mr. Elkin of that concern 
said a few days ago that they have all of the work that they 
can handle along these lines, and they have not as yet even 
touched the making of low cuts for the Spring season. They 
have been so busy on immediate orders, particularly on the 
gray and brown boots both with kid and buck tops, that they 
have not been able to aget at the others. 

Advanced orders for Spring have been so heavy that the fac- 
tory is practically sold up on Spring stocks until May Ist and 
they will not take any orders for delivery earlier than that date. 
In the low cuts there is a very big showing of white stock and 
in the black leathers also. White calf and linen lead in popu- 
larity in these goods for the coming season, and there seems to 
be a lesser quantity of colors used in low cuts than last season. 
As yet they have devoted no time to the matter of getting out 
samples for the Fall season of 1917-18, but they expect to make 
up a considerable number of cloth top boots for it. 


Spring Season Opening 


A great many new accounts are being opened up through 
the South for the factory lines of Weimer, Wright & Watkin 
Co. Mr. Weimer of that concern stated recently. Their prob- 
lem is that of getting out a sufficient quantity of goods to take 
care of orders, but the factory is making a very good showing 
in the way of production and they anticipate taking good care 
of their shipments. Present stock with the house is quite full, 
but orders placed against it means that the goods on the floor 
are practically sold up. New shipments from the factory, how- 
ever, will probably be sufficient to keep the stock in such shape 
as to be available for their trade. 


In Wholesale Lines 


From the point of view of the wholesale trade there is ap- 
parently no complaint to be made of present conditions accord- 
ing to one of the people of the George H. West Shoe Co. Just 
now they are selling a great many rubbers, all of which are of 
course for shipment soon after April Ist, and continue on, 

(Continued on page 71) 











64 BOOT AND SHOE RECORDER 





Jan. 20, 1917 





EQEQELEQER EQ EVEL EL ED EY ELEY EVER EY EY EEL ELEY EYED SY EVEL EL ELEY YEN ELEVEN EY EQ ET ELEVEN EYL EY VEEL ELEN EY NAN NNNNNNNNLNNLNNNLNANLNNNLNNNLNLKNLNN NNN 


8% 





EQELELELEYELEL EY EY EVER SELEY 82 SY ELEVEN SY 52 EVEN SY EY EY ELEN EN 882 £2 DENS EY ETEN SPIEL ELEVEN &2 


‘‘Essex”’ your home when in Boston. 





At the time of preparing this announcement, the follow- 
ing firms are maintaining salesrooms at the Hotel Essex. 


Pels Shoe Co., Brockton, Mass. Smaltz-Goodwin Co., Philadel- New York Last Co., New York. 
Nason & Phillips, Haverhill, phia. Duane Shoe Co., New York. 
Mass. Central Shoe Co., Philadelphia. Engel Shoe Co., Everett, Mass. 

Lounsbury-Mathewson Co., S. Krohn, Fechheimer & Co., Cin- N. & H. Shoe Co., Chelsea, 
Norwalk, Conn. cinnati. Mass. 

Bielfield-Spahn Co., Scranton, J. Ebbetts Shoe Co., Buffalo, Rickard Shoe Co., Haverhill, 
a. N.. ¥. Mass. 

Upham Brothers, Stoughton, Williams-Kneeland Co., South Rosenwasser Bros., Long Island 
Mass. Braintree. City. 

Dunn, McCarthy, Auburn, Travis Shoe Co., Lynn, Mass. K. M. Stone Importing Co., 
N. Y. Dolgeville Felt Shoe Co., Dolge- New York City. 

Field Bros. & Gross Co., Boston. ville, N. Y. Thompson-Whitmore Shoe Co., 

Wilson Company, Lynn, Mass. Blum Shoe Co., Dansville, Auburn, N. Y. 

K. M. Stone Importing Co., N. ¥. United Shoe Manufacturing 
New York City. Kreepawa Felt Shoe Co., Dan- Co., St. Louis, Mo. 

Hoag-Walden & Co., Lynn, ville, N. Y. Worcester Felt Shoe Co., 
Mass. C. A. Browning Co., Boston. Worcester, Mass. 


THE HOTEL ESSEX 


has been, and still is, headquarters for the Shoe and Leather trade. All the Boston 
offices of shoe manufacturers are within a few minutes walk of this hotel. Make the 


DAVID REED, Manager. 
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The Fine Features 


of A. F. Smith’s ‘‘Glove-Fitting” 
footwear, which has been a brand 
of distinction for more than fifty 
years, attract now as ever. 
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WELTS — TURNS—McKAYS 


BARTLETT. SOMERS COMPANY 
SARTRETT SOMERS SOMFANY 





SALESROOM, 207 ESSEX ST., Room 301, BOSTON, MASS. 
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METAL 
SHOE FITTING 
STOOLS 


Write for our 
catalog 
and prices 


No. 186 
THE CHICAGO WIRE CHAIR CO. 


621 N. La Salle St., CHICAGO, ILL. 


In the heart of the Shoe and Leather trades 


Warwick Hotel 


hay St.Louis 


FIFTEENTH AND LOCUST STS. 
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Rochester Style Show Reviewed 
Features That Helped Make Success for the Second Annual Show 


HE Rochester Style Show was a very pro- 
nounced success in the volume of business 
booked by the various concerns exhibiting 
and the number of buyers who have visited 
the show. The manufacturers report that 
the interest in the second style show which 
was held at Power’s Hotel was estimated by 
them to be twice to three times that of 

the first show held last July. It is generally understood that 
the third show will be held next July and several concerns ex- 
hibiting have already reserved space. 

Buyers from all over the country attended and it is reported 
that representative buyers from all but two states of the union 
registered. They were frank in stating that knowledge gained 
of the market conditions and the new styles fully repaid them 
for the time and money spent. Many buyers had never visited 
the market before and were surprised at the rapid development of 
Rochester as a women’s and children’s shoe market. Hundreds 
of buyers who have been in the habit of stopping off and who 
are familiar with the growth of the market stated that the live, 
energetic methods of the Rochester manufacturers certainly 
merit the attention of the shoe buyers of the country. 


Highlights of Exhibits 


The women’s and children’s shoe exhibits were complete in 
their variety. One prominent retail merchant expressed himself 
thus: “One can confine his entire purchases on women’s and 
children’s shoes to the market and be fully prepared to supply 
every need of his customers.” 

Utz & Dunn Co. had their entire line on display and the 
styles caused favorable comment. Their exhibit was very 
tastefully arranged and served to enhance the general impression 
of the line. Wm. H. Dunn stated that “the visiting buyers were 
very much interested in the metropolitan styles, which we have 
been making in increasing quantities.” This house has al- 
ways taken considerable pride in the quality built in the line. 


Handling Out-Size Trade 


The W. B. Coon Co. exhibit of “Aunt Polly” out-sizes in 
charge of Dave Oster brought home to many buyers that a con- 
siderable percentage of the women of this country want to secure 
style and comfort. The “Aunt Polly” line of seventy stock 
styles and many that can be made to order on short notice, 
makes it possible for retail shoe merchants to have a stout 
department. Mr. Oster reports that many buyers in calling at 
the exhibit told of their remarkable success in specializing on 
shoes for stout women and that one retail salesman can handle 
this department and show a profit that will be the envy of other 
departments. Some of the styles shown indicate that the 
stout women of today are as insistent in their demands for 
style as the slim women who have more variety to choose from. 

The Moor-Shafer Shoe Mfg. Co. of Brockport, N.. Y., had 
an unusually strong line of stock shoes on display and a big 
variety of novelties that indicated the importance this house 
places on the unusual in footwear. Their variety of patterns 
caused much favorable comment among the visitors. L. B. 
and Frank Shafer were in charge. 


Real ‘‘Millinery’’ Shoes 
One of the most interesting exhibits was that of the John 
Foster Co. of Beloit, Wis. M. M. Baird, Oscar Foster and Joe 
Harding were busy all the time explaining and showing a line 
of women’s hand turned shoes made of straw which retailed at 
$30 to $50. These shoes were made to match the hats and 
were designed along lines suggested by a milliner of national 


reputation. The styles shown were pumps, lace oxfords and 
lace boots and the straw used in their construction was selected 
on account of its extreme strength and pliability. The shades 
used were similar to the prevailing popular shades of kid. The 
manufacturers state that thorough tests have been made and 
have proven that this unusual material is practical in every way. 

Much interest centered around the display of McKay shoes 
for women designed by Sydney Wilson of the Rochester Shoe 
Mfg. Co. Mr. Wilson who was formerly with D. Armstrong & 
Co. has devoted a great deal of time to the line and has suc- 
ceeded in introducing one that manufacturers concede is es- 
pecially attractive. The variety of styles is unusual. 


New Soft Sole Line 

J. J. McMaster exhibited a line of soft soles which showed 
fully as much care and thought in the designing as in the manu- 
facturing of women’s shoes. Tiny spots to match the soft 
soles were of marked interest. As in women’s shoes cloth 
styles seemed to predominate. The dainty little shoes were 
the envy of many women visitors on Monday and Tuesday when 
the show was thrown open to the public. 

The Menihan Company had over three hundred styles on 
display. Kid boots in pearl, ivory, cream and champagne 
and Calf boots in dawn, gray and ivory were prominently 
featured and these were ordered’ by many buyers who have had 
difficulty in securing these leathers. Many pleasing combina- 
tions were shown and the originality of the many patterns was 
very attractive. Colored kid was used very extensively as it 
is their belief that kid will continue strong in colors and they 
report that they have a good stock of these leathers on hand. 
Sport shoes in many new patterns were shown; these were of 
vivid colors in combination with white canvas and carried 
rubber soles. 

Big Showing of Cloth 

The much discussed cloth question made the Gitterman & 
Co. exhibit one of the main points of interest. The many 
fabrics on display offered every shade and texture suitable for 
women’s footwear. Many manufacturers were showing shoes 
made entirely of various shades of their Cork Screw Cloth. 
Many local manufacturers showed a decided interest in the 
various textures of cloth and the way they bought indicated a 
very strong tendency to the more universal use of fabrics in 
women’s shoes. 

The Joy, Clark & Nier Inc. showing of women’s novelty shoes 
held attention because of its exclusive patterns, and this line 
has always been one of the first to stock the new popular styles. 
It is reported by Harry M. Joy that the many orders received at 
the show indicated that their selection of styles for stock were 
pretty accurate because many buyers who placed orders were 
well-known style men. 

A Sherwood Stunt 

The complete McKay line shown by the Sherwood Shoe 
Co. and in charge of Clark Rowley and W. D. Carhart was 
attractive both in arrangement and style shown. As a test 
of the manufacturing department a cloth top shoe was put 
through in eighteen hours from the time the tickets were made 
out. This shoe was on exhibit and was an example of the 
development of the Sherwood Manufacturing facilities. Many 
cloth styles were shown and Mr. Sherwogd stated that they 
were fully prepared to make whatever the trade ordered whether 
leather or cloth. The sentiment of the trade seemed to be 
toward cloth because of its lower cost and in all probability the 
trade will order more cloth styles in combination with leather 

(Continued on page 69) 
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WHOLESALE 














Model No. 1072A 
Model No. 1044A 
Patent Button Boot 


Dull Kid Button 
Boot—Mat Top— 
17-8 inch Heel. 
Sizes, 21-2 to 8. 
Widths, D and E. 
Single Sole. | | | 
eee | No. ge 
Same above 
Blucher 1 Lace. 
Model No. 1070A 
Same as No. 1072 
with Cloth Top. 
—M at To 13-8 
‘a 7 O [ th 
8. Widths, D and E. 
— ee meee nN Y a many oO 
Model No. 1051A 
Same as above with 


Cloth Top. 














; We_were able to buy, before a recent advance in 
Ready to Ship prices of shoe stock, just enough material for 
. 100,000 pairs of shoes that we can sell at $2.75 
Immediately a pair. Only 36,900 pairs are left. 
well set your shipment Teedy.. all these Today you can buy any of the 30 smart Belle- 
ae ee nant sateen. Fits cack wont of-Broadway styles, as many cases as you want, 
can make money by buying now! at this remarkably low price, $2.75. Two weeks 
from now—and we're making a conservative 
Patent Button Boot estimate of the demand for this guaranteed shoe 
P i roe 138 at $2.75—you'll have to pay considerably more 


he for the same shoe. 
So don’t put it off. Buy now—protect your- 


yiiodel No. 19924. self against a rapidly rising market. 







Model No. 1077A 
ame as above with 
Mat Top. 





inch Concave Heel. How have we been able to make a guaranteed 
Sizes, 2 1- . 
Widths, (D and E: shoe at such a remarkably low price? Because 
we have put in our whole effort, our full energy, 
have used all the facilities of our factory to 
make the Belle-of-Broadway the best shoe of 
its grade on the market. We make no higher- 
priced shoe—the Belle-of-Broadway is not a 


“second.” 





Model No. 1075A No culls are used. 


Gun Metal Button 


Gun metal models cut from full-weight upper 
stock. 


(Selle (Sroa 


Widths, D and E. 
Half Doub! Sole. 

Model No. 1074A 
Same as above with 
Cloth Top. 





TRADE RK REG. U.S. PAT. OFF. 






























ris’ worth left at 


Model No. 1118A 
tent Lace Boot— 


Widths D and E. 
Single Sole. 


$2.75 a 


| go up —-BUY NOW! 


il 





Patent leather models made of best chrome 
patent; wears better than bark tanned. 


Counters guaranteed to outwear shoes. 
Heels double-clinched; can’t come off. 


Read our guarantee—that’s how sure we are 
that the Belle-of-Broadway will wear. 


No matter how many cases you- want—36 pairs 
to the case—we can supply you at once and at 
$2.75 a pair if you acl now. We, however, can- 
not ship less than 12 pairs of a style, as it breaks 
our run of sizes. 


Look over your stock now, figure on your certain 
need after two weeks from now when the whole- 
sale price will go up, then send us your “pro- 
tection”’ order. 

To assist us in giving your order prompt atten- 
tion, please send three references as to your 
responsibility. 


Prices subject to change without notice 


The Elbinger Shoe Mfg. Co. 
Lebanon, Ohio 


way SHOE 





We absolutely guarantee the reasonable wear 
of every shoe that we make. You can sell 
Belle-of-Broadway Shoes to your most critical 
customers demanding considerable wear, and 
you will find them highly eatiafactory. Should 

a pair of our shoes go wro and if in your 
good posuere you feet thats fine fault is ours, 


lease 

we will deem it a pleoeuse 6 to o gly e your account 
credit for same, as we sta 

You know that we ha not make such a 
sweeping guarantee as this unless our shoes 
wear. 





OUR GUARANTEE 


return the worn pair us at once ani 
hind every pair. 















Model No. 1991A 
Women’s Patent 8- 
h t— 


ine! 00: 
Cloth Top—17-8 
inch Concave Pw 
Sizes, 8. 
Widths D ona E. 
Single Sole. 

Model No. 1990A 

me as above in 
Button. 
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New Shoes 


Model No. 1000A 
Gun Metal Button 
Boot— Mat Top—l 
3-8 inch Heel—Grow- 
ing Girl or Baby Doll 
Last. Sizes, 2 1-2 to 8. 
Widths, D and E. 
Half Double Sole. 

Model No. 1005A 
Same as above in 
Blucher Lace. 






’ Model No. 1002A 


D and E. 
Half Double Sole. 
Model No. 1059A 
Same as above with 
Cloth Top. 


Mode No. aaeen 
Patent Lace 
Cloth Top a 8 
inch — Heel. 
Sizes, to > 
Widths, D and E. 
Single Sole. 

Model No. 1107A 
Same as above in 
Button. 
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Kid Lace 
These Popular Boots ( 


IN STOCK 


You can make no mistake 
in ordering these boots at 
these prices. They are not 
extreme in style and are 
readily salable to your 
customers wanting good 
quality and refined style. 


AA, 4% to 8, A, 4 to 8, B, 3 to 8,C &D, 2% to 7. 





















ilaze id, erforate . . : : aze id, , 2 
Vamp, 2-inch Leather Louis Prices subject to change without notice Leather ed “Heel, — 
) Heel, 171 Last. Last. 
- -. 
. $4.50 $4.75 
CP Porg Coa, 


Vow ee ee eee, ee, eee, ee eee, ee 


Ny 


ROCHESTER,WN.Y. 


NS 


YOU NEED THIS SNAPPY BOOT 


WE NEED THE ROOM 














Hence the attractive price for quick action. Case lots (36 
pr.) assorted sizes and widths : 


$3.35 Net 30 Days 


Kid Vamp Lined, Instep and Waist Supporting Bands, Oak Sole with 
Chrome Slip Sole, Hand Nailed Heels, Goodyear Welt, Nine-inch 


Height. 


Tan Box Calf B 2% to 5%, C and D 2% to 6. 
Black Box Calf A 4 to 6%, B 2% to 6, C 24 to 5%, D 2% to 6. 


This Boot has been remarkable value at the regular price which has 
been $4.75 all season. 


If you have our catalogue, issued August 1916, turn to page 36 and 
you can verify our statement. 


ae Campbell, **% x3" 
Duane St. & . CITY 
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The Last Week’s Failures, 


Failures 


eee Mass.—S. M. Sosner, shoes, reported offering to compromise at 

per cent. 

Ware, Mass.—Samuel Narva, shoes, etc., reported petitioned into bankruptcy. 

North Brookfield, Mass.—The B. & R. Rubber Co., reported the receivers in 
the case of James T. Johnst lai t, vs. the above company, 
have filed their final report, in which they ask for total allowance as re- 
ceivers’ fees of $10,000, an allowance for compensation for-receivers’ coun- 
sel of $5,500, in which they refer to the Court for action a petition by 
counsel for the complainant for compensation of $225 and $25 for dis- 
bursements, and a petition by counsel for the respondent for Pp tion 
of $500 and $9 for disbursements, in which they express the opinion that, 
if these allowances are made, after paying all further expenses connec 
with the administration of the estate they will have a balance of cash in 
their hands sufficient to pay to creditors a final dividend of approximately 
30 per cent, making total dividends to creditors of approximately 90 per 
cent, and in which they ask that their final account may allowed and 
that they may be discharged from further Tapeney as receivers. Re- 
ceivers are to notify all creditors to appear before the District Court of the 
United States on the 22nd of January, at 11 o’clock, to show cause why 

_ final report should not be approved and final account allowed, etc. 

ee Ala.—Eldridge Mercantile Co., shoes, etc., reported petitioned into 

ankruptcy. 

Montgomery, Aia.—J Henle & Son, shoes, etc., reported petitioned into bank- 
ruptcy, none liabilities of firm at $13,050. Firm’s assets include stock 
valued a ,000. 

Demopolis, Ala.—The Enterprise (Elias Simon), shoes, etc., reported petitioned 
into bankruptcy. 

Sylacauga, Ala.—T. P. Johnston, shoes, etc., reported offering to compromise 
at 25 per cent. Reported meeting of creditors called for January 22. | 

a Ala.—Goldstein Bros., shoes, etc., reported offering to compromise 
at per cent. 

Denver, Col.—Regent Shoe and Shirt Co., shoes, etc., reported offering to com- 
promise at 30 per cent. 

Bridgeport, Conn.—Ignatz Moskowitz, reported in bankruptcy and offering 
settlement of 20 per cent. 

Jacksonville, Fla.—J. B. Dixon Shoe Co., shoes, reported meeting of creditors 
called for January 17. 

Camak, Ga.—Gheesling Bros., shoes, reported petitioned into bankruptcy. 

Chicago.—Conti (Castagno) Carmela, s' , etc., reported left town; reported 
closed by sheriff. 

1% 








d Price, shoes, reported meeting of creditors called for January 


, last. 

Erie, Ill.—John E. Moorman, shoes, etc., reported petitioned into bankruptcy. 
My ry receiver appointed. 

Terre Haute, Ind.—Jacob H. Goodman, shoes, etc., reported meeting of cred- 
itors called for January 22. Reported petitioned into bankruptcy, sched- 

wing Senate at $11,150 and assets of $3,876. 

Ottawa, Kan.—Thompson & Manley, shoes, reported asking general extension. 

H , La.—Stephen George, shoes, etc., reported petitioned into bankruptcy. 
Reported meeting of creditors called for January 24. 

Rumford Falls, Me.—Asckoff & Persky, shoes, etc., reported meeting of credi- 
tors celled for January 24. 

Detroit, Mich.—M. Prussian (Home Credit Co.), shoes, etc., reported peti- 
tioned into bankruptcy. 





St. Louis, Mo.—Jos. Rosenthal, shoes, reported compromise effected at 35 
per cent. 
Hamel, Minn.—Theophile J. B hai shoes, etc., reported petitioned into 





a tey. 
Mankato, Mins.—William A. Carver, shoes, reported asking general extension. 
Rochester, N. Y.—Henry Srenco, shoes, etc., reported meeting of creditors 
called for January 12. 

Minneapolis, Minn.—A. E. Hanson & Co., shoes, reported offering to compro- 
mise at 50 per cent. 

West Point, Miss.—Semmelman Department Store, shoes, etc., reported as- 


si 4 
A. L. Landreth, shoes, etc., reported meeting of creditors called for 

January 17, last. 

Laurel, Miss.—Dunagin-Whitaker Co., shoes, etc., reported offering to com- 
compromise at 25 per cent. 

Kansas City, Mo.—Harry Hirsch, shoes, etc., reported meeting of creditors 
called for January 22. 

Atlantic City, N. J.—Stone Bros., shoes, reported sold out under execution. 

Albany, N. Y.—Julius Nonkin, shoes, etc., reported petitioned into bankruptcy. 
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Changes in Business ¢ +¢ + 


Suspensions and Changes 


Changes 
Boston.—The Bernard Co., leather, incorporated with authorized capital of 


Kladsky & Shapiro Co., upper leather, incorporated with authorized 
capital of $12,000. 
tandard Kid Mfg. Co., leather, authorized capital increased to $35,000, 
Salem, Mass.—Templer Leather Co., leather, incorporated with authorized 
capital of $6,000. 
Banks, Ark.—Banks Mercantile Co., shoes, etc., filed notice of dissolution. 
Bridgeport, Conn.—H. Sherman, wholesale shoes, recently d busi 





ere. 
Chaplin, Ia.—L. D. Knesel, shoes, etc., sold out to Geo. Van Every, 
Leon, Ia.—Frank N. Hansell, shoes, etc., S. E. Benefield admitted. 
Odebolt, Ia.—The Co-op. Co., shoes, etc., will increase capital to $50,000. 
Chicago, Ill.—Fargo & Phelps, shoe manufacturers, succeeded by Fargo-Hal- 
lowell Shoe Co. 
Louis Blumenthal (1242 S. Halsted St.), shoes, will discontinue. 
F. A. Garlich, shoes, will discontinue. 
Samuel Goldberg (2521 W. Chic: Ave.), shoes, out of business. 
Newton, Kan.—McManus Department Store Co., shoes, etc., sold out to Axtell 
Pendroy Dry Goods Co. 
Copeland, Kan.—J. M. Eaton, shoes, etc., sold out to Karl Rogers. 
Detroit, Mich.—King & Cohen, shoes, dissolved partnership; succeeded by 
Nathan King. 
Sam Kepes, shoes, reported sold out. 
Kittery, Me.—J. A. Corning Co., shoes, incorporated with authorized capital of 


$10,000. 
Lakefield, Minn.—F. J. Pribyl, shoes, succeeded by Pribyl and Weppler. 
Detroit, Mich.—M. Marcofsky, shoes, succeeded by Marcofsky & Kulick. 
eyo Mo.—Hackworth Dry Goods Co., shoes, etc., increased capital 
to sl . 
Dupuyer, Mont.—Harris Bros., shoes, etc., sold out to Dupuyer Mercantile Co. 
Buffalo Lake, Minn.—Siewart & Sanders, shoes, etc., succeeded by J. H. Sanders. 
Osakis, Minn.—K. Swore, shoes, etc:,"succeeded by Baker & Staflin. 
St. Louis, Mo.—Ettelbrick Shoe Coz; shoe manufacturers, incorporated with 
authorized capital of $10,000. “= 
Grand Rapids, Mich.—Henry Kemmiler, shoes, succeeded by Miller & Healey. 
Grand Island, Neb.—Lawson & Bugk, Lawson retires. 





ROCHESTER STYEE SHOW REVIEWED 
(Concluded from page 65) 
this coming season. Several of cloth styles were shown, in- 
dicating their belief that this type of shoe was becoming more 
important. 
Other Important Displays 

The Williams & Hoyt line of Pla Mate shoes was a feature 
of the show. The nature shape lasts and study little styles were 
clearly designed to meet the demand for children’s shoes that 
would “grace the feet’’ as well as “stand the racket.”” Many 
attractive misses’ shoes were displayed which reflected the 
ability of the designer for producing shoes that are built to 
guide the development of the growing foot. : 

The C. P. Ford & Co. line was again the center of considerable 
interest. Not only was the line complete but their showing of 
stock shoes made a favorable impression. The various styles 
were in stock most of the time and during the coming season they 
expect to do even better owing to the additional capacity which 
they will have. The rapid growth of C. P. Ford & Co. was 
easily understood by those who saw the line on display. 


. 
















The Children’s Line that in spite of advancing cost 
will retain its high standard of quality. The prompt 
“in-stock” service is an added advantage to the trade. 


F40—Patent, with Mat Calf Top. 


ih t2 8, 82,00 96 to 12, $2.25 1234 to 2, 92.75 
In Stock 5 to 8, $2.05 814 to 12, $2.30 1214 to 2, $2.80 In Stock 
F41 F43—Tan Calf. 
5 to 8, $2.30 834 to 12, $2.55. 


Williams, Hoyt & Co., Rochester, N. Y. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space ltime 7 times 

1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch , 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


13 times 26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 
sixty cents. 


Minimum amount accepted, 


For other ““Want” advertisements, 
five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 


address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent ° 


$2.50 $2.00 

4.75 4.00 vertisement for address. 
7.00 6.00 

9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


SALESMEN WANTED 


LINE WANTED 





ANTED—Salesman to sell on 6 per cent 

commission. Territory, Boston and vicin- 

ity. Line of 25 styles women’s staple flexible welt 

boots in stock for immediate shipment. Address 

A827, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—A representative who has an es- 
tablished trade on a line of ladies’ shoes in 
New York and Pennsylvania. li s 





YY ANTE Scloemsn who are in a position to 
y_ carry as a side line our soft soles and infants’ 
flexible turns, sizes 1 to 5. Every number carried 
in stock ready for immediate ship t and highest 
commission paid. Inquiries solicited from parties 
having an established trade and wishing to connect 
with a thoroughly reliable house. Give all details, 
territory covered and full references. Goodger & 
Milow q — ~ Inc., In-Stock Department, 








Only Pp t 
who can qualify for the position need apply. Hel- 
ming, McKenzie Shoe Co., Cincinnati, Ohio. 


Seine of with established trade only to sell 





a line of Milwaukee-made outing and work 
shoes, nailed and Goodyear welt, for immediate 
delivery at very close prices. C. A. Kitz Shoe Co., 
Milwaukee, Wis. 


ANTED—Salesmen with established trade 
who can use as a side line the best SHOE 
CLEANSERS on the market. Twenty per cent 
commission. In answer state territory you cover. 
MAK-IT-NU Cleanser Co., 1 McPherson Terrace, 
Albany, N. Y. 


POSITION awaits a first-class salesman, ac- 
uainted and familiar with the large shoe- 
manufacturing trad>, with the oldest and largest 
manufacturers of fibre and rubber soles and heels 
for manufacturing purposes man thoroughly 
familiar with shoe bottoms preferred. Wide range 
of territory available. Communications to be con- 
sidered absolutely - confidential. Address A825, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMEN WANTED—Experienced men with 
established trade to we | a strong, established, 
in-stock line of boys’ shoes, showing unusual values 
and selling features. Commission only.  Terri- 
tories open: Southern Ohio; Missouri and Southern 
Illinois; Kansas and Nebraska; Iowa. Address, 
with details of experience, Federal Shoe Company, 
well, Mass. 


HOE SALESMAN, to sell Brooklyn line of 
ladies’ shoes in Pennsylvania and Middle West. 
Must be producer. Want only those that are 
known as real salesmen to apply. Salary or com- 
mission. Address A824, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


OMS to death of répresentative covering 

Minnesota, North and South Dakota, an ex- 
perienced shoe salesman wanted at once to carry 
as side line our soft soles and flexible turns, sizes 
1 to 5. This is an exceptional opportunity for the 
right party, as we have an established trade and 
can make a very attractive offer. All numbers 
carried in stock. Goodger & Milow Shoe Co., Inc., 
Rochester, N. Y. 


ALESMEN wanted to handle simplified retail 
Lag | systems as side line, at 20 cent 
commission. n writing give name of firm and 
territory covered. We will help you make sales by 
sending advertising to your trade. Address A816 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Hustler for North and South 
akota, also Nebraska to sell my short 

popular line of inf: ” 1 to 5 “First-Step” TURNS, 
also my “quality line”’ of infants’ soft soles. Small 
sample outfit, liberal commission. An exception- 
ally strong side line with an established reputation 
for its high gn . State full particulars with 
application. y . Freeland, Manufacturer, 

ochester, N. Y. Established 1896. 


ANTED—AlI salesmen for all parts of the 
coun to sell men’s fine shoes out of 
stock. All shoes made in the Brockton district. 
Address A814, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
































the Middle West, with established trade, to 

ry as a side line, men’s and boys’ medium 

grade welt shoes, up-to-date, extra good values 

and styles, suited for the best city trade. Com- 

mission basis. Address A813, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


Wy ARES Traveling salesmen for Wisconsin, 

Minnesota, North and South Dakota, 
Montana, Iows, Missouri, Texas, women’s staple 
end novelty shoes, McKay and welt, 6 per cent 
commission. Must be producer. Address A812, 
care of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Wyss eae with established trade, 
to carry line of men’s medium priced dress 
welts, real values. Commission only. Can be 
handled in connection with another line. About 
= samples. Address with details of experience. 
Lund-Mauldin Co., St. Louis, Mo. 


Serge WANTED—One for Ohio, one for 
car 














POSITION WANTED 


OSITION WANTED as manager and buyer 
f of shoe store. Capable of handling big propo- 
sition, where applicant’s experience and dase 
application would bring results. Married; age 
thirty; thirteen years’ experience. Middle West 
or East preferred. Address A823, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


A MOST successful shoe buyer and manager de- 

sires position. Salary about $40 week. Best 
references given. Address A820, care Boot and 
Shoe Recorder, Boston, Mass. 


ELL-KNOWN last salesman would like to 
make a change. Address J42, care Boot 
and Shoe Recorder, 127 Duane St., New York City. 


OSTON REPRESENTATIVE—Position want- 
_ ed. Young man desires to change from present 
position. Has hoes soliciting business from shoe 
manufacturrs and the allied trade in this country 
and Canada for seven years.. Has large acquaint- 














ance among the shoe factory heads, su tendents 
and foremen. Desires position as n re- 
sentative or maneger. Address A826, care t 


and Shoe Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


ANTED for Southern territory factory line 

W of ladies’ McKay shoes or men’s medium- 

price welts, Al line, by salesman of 10 years’ ex- 

perience. Address A818, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


Lhe’ ae jobber‘s line in all grades to 
offer to large trade and department stores 
for the territory of Louisiana and Mississippi, with 
headquarters in New Orleans, on straight commis- 
sion basis. Address A803, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








ANTED—A line of shoes on commission by 

a@ representative in Chicago. One who 
knows the trade. Address F. H., care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 


OUNG MAN, twenty-nine years old, ten years 

in shoe business, wishes to represent reliable 

manufacturer in Illinois and adjoining territory. 

Can furnish Al references. Address A822, care 

—_ and Shoe Recorder, 207 South St., Boston, 
ass. 


Ww AntE shoe line for Southern New Eng- 
land. Will consider other terri . Ad- 
Shoe Recorder, 207 








dress A817, care Boot and 
South St., Boston, Mass. 


ANTED—Line of men’s, misses and chil- 
dren’s medium price shoes. Vermont, New 
Hampshire, northern New York. Address A811, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. , 











FOR RENT 


OR RENT—Women’s and children’s apparel 
store, established fifteen years in Bronx, New 
York City, will rent space for women’s and chil- 
dren’s shoes to responsible jes. Address J44, 
care Boot and Shoe Recorder, 127 Duane St., New 
York City. 











FOR SALE 


HOE STORE in Central Illinois. Stock in-' 

voices about $8000. Good location and doing 

a good business. Will stand closest investigation. 

Best of reasons for selling. Address A819, care 

Fost and Shoe Recorder, 207 South St., Boston, 
ass. 


HOE STORE—- Location, Western New York, 
city 35,000 ulation. Leading store in town. 
Fine establish usiness. Control agency for 
Walk-Over shoes. Good reasons for selling. Ad- 
dress A821, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


| ae SALE—Several hundred pairs surplus shoes 
at once. Grimes Shoe Co., Marietta, Ohio. 

















A GILT EDGE 
INVESTMENT 


I have for sale a block of stock in the 
Haynes Henson Shoe Co.,Inc. 


of Knoxville, Tenn. This is a very attrac- 
tive investment. The company is an old- 
established firm and absolutely sound. 
Will bear the strictest investigation. For 
full particulars address Mrs. J. A. Henson, 
1030 N. Broadway, Knorville, Tenn,, or 
John W. Green, Sol., Bank and Trust Bidg., 
Knorville, Tenn. 
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PHILADELPHIA LETTER 
(Concluded from page 63) 
rather than wait until the opening of the Fall season before 
shipping. 

The trade is buying quite a lot of white canvas footwear for 
the Spring and tobacco brown and the other novelty stocks are 
likely to continue their popularity. 

Edgar M. Scattergood of the house spent the last two weeks 
in the East for the purpose of going over market conditions and 
placing order§ for late season novelties, as well as looking over the 
offerings for the Fall trade. 
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Shoe Travelers’ Association, and honorary member of the 
Philadelphia organization, who acted as proxy for the latter at 
the recent meeting of the former, delivered a report of the meet- 
ing. He drew attention to the work of the National Association 
in adjusting claims for its members and of the growing tendency 
on the part of other trade bodies in the shoe field to extend 
recognition to the salesmen’s organization. 

A committee on entertainment in connection with the din- 
ner which will be a feature of the annual meeting of the Phila- 
delphia Association February 10th, consisting of Messrs. Lan- 
ning, Plowman and Bedford was appointed with discretionary 


power. 
Philadelphia Shoe Travelers Meet 


A meeting of the Philadelphia Shoe Travelers’ Association 
was held at the Bingham Hotel on Saturday last. 

William A. Rabinowitz of the Duane Shoe Co. of New York 
and W. E. Bolen of the Regal Shoe Co. were elected to member- 


New Shoe Stores 


Samuel Lishofsky, Boston. 
R. M. Goho, 1307 Derry Street, Harrisburg, Pa. 


ship. The Berland-Weil Shoe Co., Third Floor Fairbanks Building, 
Arthur I. Benedict, first Vice-President of the National Springfield, Ohio—Harry L. Finkle in charge. 
FOR SALE WANTED TO PURCHASE MISCELLANEOUS 








ROWING retail shoe business for sale. Locat- 

ed in a thriving Eastern Illinois city. Out 

of town business requires our time. Must sell at 
once. Will sell at favorable price to purchaser. 





Retailers --- Manufacturers 
Surplus Shoe Stocks 


“Florida by Sea’’ 








a eee SLOW SELLERS SERVICE FROM BOSTON 
HIGHEST CASH PRICES PAID $45.00 Jacksonville and, Return. 
Drop a Line to vepgghees ar a esa pve 
$18.0 00 Old Point, Va., an eturn. 
WANTED TO PURCHASE A. M. SACKS S-day—1000-mile trip. Every Saturday. 





19 Albany Street Boston, Mass. $22.00 Wachiaasen: D.C., and Ret. 


Meals and Berth included on steamer. 
See on Baltimore: Mon. Wed, and Fri for 
tea itimore, and Fri 
Do You Wish to Raise Cash Quick? Norfolk, ens Bs Thur, ont fet: for Philadel- 
Entire or sur; ~ stocks of shoes,drygoods, phia, Thur. 5 P.M. 
Fanon my and merc gondiee of a Ninds Send for particulars 
pe a off your ha agg Retail or wholecnle Merchants & Miners Trans. Co. 
EFORE SELLING WRITE US C. H. Maynard, Agt., Pier 2, Northern fom 
Gncgamatcaatons Strictly Confidential oy Ticket Office, 248 Washington 
Beoskiya an’ Syndicate “Finest Coastwise Trips in the World” 











We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 


We also purchase entire stocks 

















from retailers or manufactur- K WALKER epriotor 
ers. Send us particulars of 610 oe eos *qBROOKL:' » N.Y. 
what you have for sale. 








We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martia Posner, Manager 


15-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 


aT ORE xd 





CASH PAID 


for shoe stores or surplus stocks of shoes 
or for ether merchandise. Leases taken 
over. We ll send a representative te 
imvestigate and make offer upon request 


Max Kalter Mercantile Co. 


106 Grand St., New Y ork City. Phone,Spring9413 

















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Stores, Dry Goods and Groceries, 
yTadophnas Compunioste Sotehiasd Sere also 




















MISCELLANEOUS 


Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
§20-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 








y 


READY 


Complete Direc- 
tory of manufac- 
turers catering to 
the Findings trade. 
Two sections— 
Products and Trade 


Names. Alphabet- B. W. GODSOE, Pres. 
ically arranged. - G. "DONALD, | View Frees ay 
Easy to consult. z 


ANNAN 


ml 














EXPORT CASH yory 100,0e8 YER 
time buy 


ota Od Fone 
etail Stores, ais Whole 


etc. © have an alimited ex 
realize best 








fe gate ge cam roaue hat Pact ae | | OSEAN gert.miacintin | FE. JONES COMPANY 
Spine tgem S| | ner | FANCY MEAT KID 


COLORS 
95 South Street, Boston A 





b 189 W. Madison St. 
now I= Sopot Kuschecing, Cosgasatton Shoe Findings CHICAGO, TLL. 
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PHILADELPHIA OFFICE: 929 Chestnut St., 

. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber .of Com 
Rooms, Haverhill National Bank Bldg., aa. 
W. R. Hill, Manager. 

ROCHESTER OFFICE: 16 State St., Robert W. 

Woodruff, Manager. Telephone 1611J. 

CINCINNATI OFFICE: 620 First National Bank 

on a C. Bowen, Manager. Telephone 
ain b 


LYNN OFFICE: Edw. H. Godfrey, Manager. 

MILWAUKEE OFFICE: B. C. Bowen, Mgr. 

FOREIGN DEPT.: 207 South St., Boston, Mass., 
Alex R. Zoccola, Manager. 

Paris Office: 66 bis Rue Saint Didier, George E. 
Light, Manager. 

London hey, John C. Curtis, Manager, Mansion 
House Chambers, London, E. C. 

German Office: Frankfurt A-M, Gernsheimer St., 4 
Tel. 6171. Hans Hey, Manager. 

Austrian Office: William Salzman, Manager, 8 
Hertzgasse 45. Tel. 2732-IV. Vienna, Austria 
Australian Office: Cromwell Building, Melbourne 

Wm. H. Elsum, Manager. 
Argentine Office: Victoria 2599, Buenos Aires; 
Argentine. Santiago " 
Japanese Office: Yokohama, J. F. Wagen, Mer. 
Cuban Office: Monte 159 Havana, R. G. Betan- 
court, Manager. 


e ? 

















Jan. 27, 1917 

















“THE GREAT NATIONAL SHOE WEEKLY” 














Op ee oe 





TAN CALF BOOT 
$4.60 


Virginia Temple 
X1676, B to E 


e 


‘éqF I only had some women’s tan calf boots.”’ That’s the 


universal complaint among shoe merchants. 


And here’s the solution—a Russia Calf high topTboot, rich 
dark tan shade, Goodyear Welt, with Louis heel. It’s by 
far the most popular of mid-winter styles — probably because 
tan calf is so scarce. 


You can get every order of any size filled and shipped imme- 
diately by ordering at once as we have a good stock— all 
sizes and widths, on the floor at present. 


If you don’t know Virginia Temples use this order form 
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THE “BARRY” SILENT SALESMAN ( 
IS GOING THE ROUNDS i 





| 
| 


E’S a‘big, husky looking chap, well togged 
out, and so gentlemanly he will not ‘‘butt 
in” where and when not wanted. 


You'll have to make a date with this chap, for his ' 
time is limited, and the route already mapped out 
is long. 


Before or after the fuss of a busy day, not during 
it, he is at your service, to lay before you an assort- 
ment of ‘‘Barry”’ shoes that will not only win your 
admiration, but deserve your business. 


Send postal request that he call. 





T. D. BARRY COMPANY 


BROCKTON, MASS. 


BOSTON OFFICE - - - 183 Essex Street, Room 204 
NEW YORK OFFICE - . - - 819-A Flatiron Building 
CHICAGO OFFICE - - - - 35 South Dearborn Street 


Address All Communications to Brockton 
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This page reserved for 
HARSH & EDMONDS SHOE COMPANY 
MILWAUKEE 
to tell the merits of 


HARDY HIDE LEATHER 


that they are tanning and making 


into 


Work Shoes 
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BUCK CLOTH 
DE LUXE 



















UCKCLOTH meets the 
call you are now re- 
ceiving for high style 


footwear. 





This wonderful de luxe top- 
| ping has a most delightful 
luster, just enough to make 


| it bright. 
| : It has all the beauty of 


appearance of real buck- oe , em! 
skin. 


It wears well, cleans quickly 
and holds its shape. 


Must be seen to be appre- 


























ciated, so write to-day for SEH 














samples. 
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cotorns ¥& 7 qi 


LIGHT CHAMPAGNE 7 - 
LIGHT PEARL 
MEDIUM GREY J. EINSTEIN, Inc. 
Gus Largest shoe cloth operators in the world 
CASTOR 176 William St.. NEW YORK CITY 


WHITE BOSTON ST. LOUIS MONTREAL 
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Stock No. S-522 (Unbranded)—Brown 
Cordovan Bal, Cordo Calf Top, Ritz Last, 
Heavy Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5 to 10. Price $5.50 


Stock No. S-525 (Unbranded)—Dark 
Cherry Russia Bal, Ritz Last, Single Sole, 
8-8 Broad Heel. A, 7 to 10; B, 6 to 10; C 
ane Th, ee 8 i os Keak Price $4.00 





Stock No. 8-516 (Unbranded)—Gun Metal 
Bal, Mat Top, Classic Last, Single Sole, 8-8 
Broad Heel. A, 7 to 10; B, 6 to 10; C and 
Mo ciniy ad oo, eink ae Price $3.85 


Stock No. S-512 (Unbranded)—Gal. 26 
Russia Bal, Dark Cherry Shade, Classic 
Last, Single Sole, 8-8 Broad Heel. A, 7 to 
10, B, 6 to 10; Cand D,5to10. Price $4.50 


Buyers in Boston are cordially invited to visit our 
new office at 207 Essex Street —complete line of 


samples on display. 


17 LINES CARRIED IN STOCK-—REQUEST CATALOG 
HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS ae 


——BROCKTON——_ 
NEW YORK BOSTON CHICAGO 
401A Flatiron Building 207 Essex St. 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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The Ice Auto ; i oF 
A Winner in Contests of Speed. 


A winner both in contests of speed and as a novelty in the transportation and sport- 
ing lines is the ‘Flying Bob” or ice auto, pictured here. Ice boats that depend on the 
power of the wind to move them at great speeds over frozen lakes and rivers have long 
been popular, but the invention of the aeroplane has stimulated inventors to the con- 
struction of an ice craft propelled by a motor and aerial propeller. 


Tremendous speed is developed by these aerially propelled sleds and their use is extending in certain sections. 
Besides “‘navigating’’ frozen waters the contrivance can shoot over the snow at great velocity. As a sport 
motor sledding is said to rank among the most exciting and novel. 


The great impetus of the motor sled well illustrates the force of the Sterling reputation and the Sterling worth 
that is back ofit. Such power overcomes the obstacles that less carefully made shiny leathers find insurmountable. 


Sterliiqy Colt SterliiqKia 


For Men’s Shoes For Women’s Shoes 


Queu. 
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BRISTOL PATENT LEATHER COMPANY, Boston, Mass. 
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“2, 
oO TRADE- MARK 
“O95 
‘895 ), ' 
/g Fifty-four years comprise two generations 
97 —a long time—and well calculated to es- 
1896 tablish in the minds of all interested a 
18 9S well-defined place or reputation. 

1894. The Carlisle Shoe Company has been pro- 
1893 —— ee eae in Carlisle, Penn- 
sylvania, 

1892 ylvania, since 
/89/ We are pleased to believe that our shoes 
0 have long held a place and reputation in 
189 the trade for honest quality, smartness 
1889 and good service. 
The future will be sure to enhance that 
reputation and make more sure that place 
in trade estimation. : 











New York Office: Chicago Office: 
651 Marbridge Building 310 Lees Building 











FAs 
RLISLE SHOE cold 


CARLISLE, PA. 
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HESE four letters 
of colossal propor- 
tions dominate 


MADISON SQUARE 
WEST 
just as the Metropoli- 


tan Tower dominates 
Madison Square East. 


You simply cannot fail 
to see them. 


Our new location is one 
of 


Greater New York. 


the landmarks of 


O 
N 
Y 
x’ 
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ISITORS will be 

delighted with our 
new sales floor—the 
most spacious and 
best lighted you can 
imagine. 


The new home of Onyx 
Hosiery provides a fit- 
ting setting for ‘““The 
Standard Hose of the 
World.” 


Don’t fail to call on 
your next Trip to the 
Metropolitan Market. 


Kmery-Beers Co., Ine. 


Successors to the Wholesale Business 


of Lord & Taylor 
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OW-—when footwear has 
+ ‘Vall but usurped the posi- 
tion formerly held by milli- 
nery—ON Y X Hosiery is more 
of a profit-maker than ever 
in the retail shoe stores. 


Never in all our years of ex- 
perience have we known any- 
thing like the present demand 
for ONYX from the retail 


shoe merchant. 


Never has the retail shoe 
trade had such an opportu- 
nity to establish itself on a 
higher plane of style atmos- 
phere and Yresultant profit 
extension. 


0 
N 
Y 
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S° many successful and 
prominent shoe mer- 
chants have told us that their 
hosiery departments were a 
success from the start because 
founded on the ONY X brand, 
that we feel certain imme- 
diate and permanent success 
will come to all shoe stores 
following their example. 


A right start is the great 
thing in a shoe store Hosiery 
Department. 


ONYX Hosiery will start 
you right—because the public 
know—and depend on it. 
You cannot link up with 
better reputed merchandise 
nor more whole-hearted 
service. 


Broadway at 24th St. 


New York City 


Boston, Philadelphia, Chicago, San Francisco 


— 
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“KONQUEROR” styles for the coming season 
are being produced and they will be some 
shoes. 


Live dealers know it pays to sell shoes selected from a live line. 
The big successes in the merchandising field, waste no time or 
energy with shoes that do not have a reputation for dependability. 


Determine Right Now To Sell “ KONQUEROR ” Shoes for Men 


THE RIGHT STYLES THE RIGHT LEATHERS THE RIGHT PRICE 


The world’s best foot corrective shoe—The Unlocked-Process Shoe—will be 
strongly featured by us the coming season. We have all features in this 
shoe which are Orthopedic, but the looks. The foot corrective elements are 
scientifically embodied in construction without detracting from stylishness. 


THE PRESTON B. KEITH SHOE CO. 
MANUFACTURERS 


BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 





CEEEOCOLERRGGCQEGGOEOGUGECGOGGCQEREOOGOQEOOGERCOGROGOGORORUCUOUUSERGCOEUGOGOGGGGRRERGOGCERRGGUCEGOQNOODERRGUGORS 


TUCUGUUUGUUOUOUGUGUSUGUGUGHOUGAGQUOEOEQUGUUOOEGHOUGUGHOOUGUGROOUGHGHOUGUGUGUGHOUOUGOSOUGHUESONGUOUQHOUORODERONGEOGE 


Repeat Saleso/Work Shoes @ 


fy 
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| gery every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want 


another pair just like them”. You can do it by selling a box of ed 
“The Tanners’ Own Dressing” with every pair. A mixture of pure — * 
animal grease that nourishes and protects the leather, keeps it soft ~——— 


and pliable, and sheds water. = 


IP&V Shox DRESSING 
The Tanner's OwnDressing 


25c size . . $2.00 per doz. $22.00 .. . . per gross 

10c size... .85 = x 

Sample size .40 “ PS ado 
$4.00 order—1 dozen 25c, 2 dozen 10c, 1 dozen sample 

Display stand with 2 dozen 10c or 1 dozen 25c cans 





aaa» 






Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE:: :- WISCONSIN 
































— 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. - 

















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 
ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.’’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 


Ti iii iii ii 
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VUL-TEX 


THE LATEST AND BEST MATERIAL FOR 


SOLES and HEELS 


Guaranteed to be of the 


Highest Quality at the Right Price 


Now being advertised and samples submitted to 50,000 
repairers. Prices and Samples on application 


THE VUL-TEX COMPANY 


AKRON, OHIO 





The New Style Arctic Buckle «“SURE-LOCK”* operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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GRIFFIN 
Veen WUAryp, 


DRESSING 














Griffin Queen Quality Dressing 
Self Polishing, for Women’s and 
Children’s Black Shoes; contains Oil 
+ wed preserves the Leather. 7_oz. 
ottie. 


620.00 Gross $1.75 Doz. 








SOFTEMS THE LEATHER 
bn THE eA 














Griffin’s Glazed Kid Cream 


In Blue, Black, Light aoe ae 
Gray, —— Green, Red, White 
Ivory, Champagne 


Cleans--Colors--Polishes 
Is to the Leather what Cold Cream is 
tothe Skin. 3 oz. Bottle in Beauti- 
ful Lithographed Carton. 
Price, $16.00 Gross $1.40 Doz. 














Griffin Patent Leather Cream 
Made in | bak ast and | ae for 
in an ‘tent 
= shoes. A seoveutative for 


cracking 
$16.00 Geen ™1.40 Doz. 


GOOD SHOES NEED GOOD DRESSINGS 


GRIFFIN 


SOLVES THE PROBLEM 
THERE IS A KIND FOR EVERY SHOE 


Griffin 1 Sunde pow 


CLEANS AND RECOLOR 


SUEDE AND NaF 





Griffin Suede Powder 


A powder cleaner for nappy leathers, in sifting top can, ee 
Light, Dark and Pearl Gray. Brown, Chamois, Fawn, Field,Mouse 
Gray-Fawn. Piece of Towelling for applying included. 


$16.00 Gross $1.40 Doz. 





Griffin pe mag — 
One of the two accepted wege, hee colored suede, 
hite, fom 


- Nubuck and nanpy leathers. DarkjGray, 
Pearl, Brown. Chamois, Fawn, Field | Mouse and G Gray-Fawp. 
Piece of Towelling for applying included 
$11.00 Gross 95¢ Doz. 


Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co., tn. 


Established 1890 


67-69 Murray St. NEW YORK 


Canadian Representatives Canadian Shoe Findings and Novelty Co. 
2 Trinity Square ‘oronto, Can. 
Western Office 

33 Minna St., San Francisco, Cal. 
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GRIFFIN 
TEE 





Griffin’s White Kidine 


An effective and safe cleaning and 
whi —_ that Guano all white 
kid and white calf stock 
Small Size, $11.00 Gross 
95c Doz. 
Large size, $18.00 Gross 
$1.60 Doz. 








——i:|| 
ayn 
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Griffin Quick Cleaning Fluid 


For cleaning Silks, Satins, White and 
Colored Cloth Top Shoee—Non-bura- 


$20.00 Gross $1.75 Doz. 


GRIFFIN 


ID EAL 





Griffin Ideal Combination 
Paste and Cleaner. Made in Black 
and Tan, almost —e the size of the 

usual package, and of superior quality. 
$18.00 Gross $1.65 Doz. 
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FIRESTONE DOUBLE PRESSURE FOOTWEAR —— RED SIDE WALL—— BLACK TREAD —— MOST MILES PER DOLLAR 


itt RETAIL SHOE DEALER 


THE FIRESTONE TIRE “» RUBBER CO. 


OF AKRON, OHIO 


is now making a line of RUBBER FOOT- 
WEAR. Their high reputation in the tire 
business will be maintained—one grade only 
—THE BEST that can be made. We have 
secured the NEW ENGLAND AGENCY 
for FIRESTONE FOOTWEAR. Our sales- A. F. COX & SON 
man will call on you as early as possible. See DISTRIBUTORS 

this line before placing your orders. For RUBBER FOOTWEAR 
particulars address nearest office. 





GOOD YEAR GLOVE 


A. F. COX & SON | xwnisswes 


FIRESTONE FOOTWEAR DISTRIBUTORS FIRESTONE 
DOUBLE PRESSURE 


562 ATLANTIC AVENUE PORTL AND M AINE FOOTWEAR 


BOSTON --- MASS. 

















THERE’S MONEY IN WASTE 
PAPER—GET IT! 


The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Heaches every week the leading buyers of Boots and Shoes ia 


Why throw it away when 
you can make it bring in 
money? Isn’t it far better 
to turn all your waste paper 
into profits for the store? 
The 


**M odern Leader”’ 


ALL STEEL 


Baler 


stands without a peer as a profit 
producer, fire-preventer and 
money-saver. Waste paper is a 
money maker. 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAB 


Vou dem etn teams Odo 2000 STRAITS SETTLEMENTS, etc., eto. 
per cent on the cost of this baler 
each year. Start Now by signing 
and returning the attached cou- Agents Wanted 


pon. 


The Petroleum Iron Works Company 


OF OHIO 
702 Frick Building, Pittsburg, Pa. 


SIGN AND RETURN THIS COUPON, N.O-W 


= 
‘ 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 





The Petroleum Iron Works Co. of Ohio, 
702 Frick Bidg., Pittsburgh, Pa. 


Please send descriptive catalog ot THE MODERN LEADER ALL STEEL 
} 2 He complete information about how to turn our waste paper 
profit. 


“a 
= 
= 
= 
= 
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“GLAZED KD | 
LEATHERS. | 
s 


} MANU, ee 
‘ Tae AMERICAN SenePoUSH Ca 
E aSMCAGOUS ao 





“ .” 66 9 “NUWAY.”? The 
ore et ee Eagle Brand” Suede only right way todress 


Glazed Kid Shoes in Dressing White Shoe Leathers, 
popular shades. 
: (Liquid) ae and smooth fin- 
ishes. 
Black and all colors 
and shades 


Your Jobber 
Will Supply You 
With These Dressings 


A PERFECT DRESSING FOR EVERY SHOE 


THE AMERICAN SHOE POLISH CO. 


CHICAGO, ILL. 


















































16 BOOT AND SHOE RECORDER Jan. 27, 1917 


pUDUOOOOOOGHOOUOOOUNOOOOOGUOOOEOOEOOOOOOOROOOROQEODOOOOONOOOUOONEOUEOOUEOONEOGUOOGHUOOOOOOROOEOOOSEUOEUOOOUOUHOGRDOGODODEOORUCORUOOUOOROUOOUOON00RU00R00000C000R0000000000005 


Don’t try and push over the dead weightjof 
unattractive shoes. Put yourself in}back of 
a line that can easily be converted into profits. 
There are many weeks ahead of you in 1917 
for the sale of the H. & F. Shoes for Men. 


“EVERYTHING NEW THAT’S GOOD’—ALWAYS 


Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


134 Summer Street, Boston 
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The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


P. Cogan & Son 


SHOE MANUFACTURERS 
Stoneham, Mass., U.S. A. 





Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 


ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the ““RECORDER”’ 
will tell you all about us 


Manufacturers of 


Boys’ Shoes 


Welts and McKays 


Prices submitted on application 





EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 





COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 
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The Novet Beauts 
that Characteriz- 
es Every Pair 
‘CosyYIoOEsS’ is t 
Resutt of the Mate 
ufacturer’s A 
vessiveness ra 
eating, and Pio- 
neering, Striking 


Novelties 
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Felt Footwear Industry 
Completely Revolutionized 


Overwhelming Demand for Extreme Novelties 


Prior to 1916 the felt footwear industry occupied the 
same position as the staple footwear industry of ten years 
ago. Styles were practically dead—stereotyped. Fortu- 
nately the novelty idea in street and dress footwear was cre- 
ated and the miraculous effect is of course well known to’ 
every shoe dealer. Today the public is buying three times 
as much footwear. What has been done to the shoe situation 
during the past ten years, we have done to the felt industry 
during the past year or more. We have created exclusive 
styles and striking novelty effects and have made improve- 
ments that have completely revolutionized the entire felt 
footwear business. We alone pioneered novelties and the 
tremendous effect of our aggressiveness in this direction has 
been felt throughout the country. ; 

We have introduced the largest number of refinements, 
until now “CosyToes” are recognized everywhere as the felt 
footwear of highest quality. 

Wherever shown the STANDARD LINE has proved 
to be the most salable line — it has created a remarkable 
sensation — it has doubled, trebled and even quadrupled 
dealers’ sales of house footwear. Yet we have gone a step 
further and have eliminated the jobber, selling to the con- 
sumer through the medium of the retail dealer exclusively. 


This 1s the Line you should not miss seeing. 


Wire or write us at once to have one of our 
Traveling Salesmen call. 


Standard Felt Company 


General Offices and Factories: 


West Alhambra, California 


Chicago San Francisco New York 
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WE HAVE THESE 


OVERGAITERS 


The demand is strengthening for the early 
Spring season. Authorities say that overgaiters 
will be worn more than ever. Look at these 
goods and prices. Both are right and the styles 


IN STOCK 


But your order should come in quickly if you 
want complete shipment. 


FELT—In White, Chamois, Pearl, Dark Gray, 
8 Button, 2 grades... .$11.00 and $12.00 Doz. 
10 Button $15.00 Doz. 


BROADCLOTH—In White, Fawn, Gark Gray, 
8 Button $15.00 Doz. 


BOX CLOTH—White and Chamois. 
$21.00 to $24.00 Doz. 


Special Offering in Cloth 
8 Button—Fawn only $6.50 Doz. 


Laing, Harrar & Chamberlin 


43 N. 3rd Street PHILADELPHIA 








MR. RETAILER: 


Tone up your newspaper ads with our snappy business 
pulling shoe cuts, and get better returns from your 
advertising. 

The largest mail order houses in the United States use 
our shoe illustrations from which millions of dollars 
worth of shoes are sold annually. 

Our cuts cost no more than the ordinary kind yet are 
much more effective. 

Send for our bulletin and judge for yourself. 

Over a hundred cuts of men’s, women’s and children’s 
shoes to select from. Write now. 


THE WASKOW COMPANY 


SPECIALISTS IN SHOE-ILLUSTRATIONS 
551-57 W. Washington St., Chicago, IIl. 
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KREIDER’S 
POLLYANNA 


The Shoe of Flexibility for Boys, 
Girls and the Babies. 


445—Gun Metal, Lace, Heel Fox, 
a: ama Flexibles, New Process 
elt. 


Infants’ Spg. Heel, 6 to 8 
Child’s Spg. Heel, 84% to 11... 
Misses’ Sch. Heel, 11% to 2... 


444—Button, as above. 


We believe this line to be the 
greatest ever. 


POLLYANNAS have style! 
POLLYANNAS have wear!! 
POLLYANNAS will send your 


misses’, children’s and infants’ 
sales bounding!!! 


FEATURE THEM! 


A. S. KREIDER CO. 


Distributing Houses 


NEW YORK—123-125 Duane St., 
PHILADELPHIA—51 N. Third St., 
PITTSBURG—923 Penn. Ave., 
CHICAGO—312-318 W. Monroe S&t., 
ST. LOUIS—1408 Washington Ave., 


Factories at 


ANNVILLE, PA., PALMYRA, PA., 
MIDDLETOWN, PA.., LEBANON, PA., 
ELIZABETHTOWN, PA. 
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OTITIS 


WILLIAMS ‘woe SHOES 


**FOR HARD WORK and ROUGH WEAR ” 
_ 100,000 Pairs “IN STOCK’? 


Prompt Deliveries 


I 


No. 905 
Black “Flame Proof” Molder, Hub 
Gore 4 D.S., Nail Fastened. 


We shall be pleased to sub- 
mit samples or have sales- 
man call. 

No. 3131 


No. 1120 
Gun Metal, Button, Lined Single sole, WR Brown Oil Tan Blu., “‘ Rock Oak” Soles, 2 
Goodyear Welt. ITE TO-- Rows Goodyear Welt Stitch. 


ARTHUR A. WILLIAMS SHOE CO. 
HOLLISTON, MASS. U.S.A. 
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BY ARTISTIC, ATTENTION-COMPELLING STORE-FRONT SIGNS | 


There is nothing involving a similar expense that will contribute so much towards setting a store apert in a pleasing manner trom neighboring stores, 


modernizing an ordinary front or giving the finishing touches to a new front as 


CHIPPED SILVER AND GOLD PLATE GLASS SIGNS 
and 


ART GLASS WINDOW VALANCE SIGNS 


— 


PS A 


‘ENEY SHOES 





1 EPO FOR PY AE FFD PAPO 


Send us a photo, cut or rough pencil sketch of your store-front indicating locations you wish signs to occupy, stating the dimensions of spaces and letter- 
ing desired. We will submit suggestions, sketches, samples and prices without obligating you in the least. 


Send for Catalog, ‘‘STORE FRONT SIGNS.” It is free. 


RAWSON & EVANS CO., 710-711-712 W. Wash. Blvd. CHICAGO 
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IN STOCK NOW 


The styles shown are but a few of 
the wanted sorts in Misses’ and 
Children’s Styles in the well-known 


& WS LENOX 
SHOES 


They are good sellers, the greatest value the 
market offers and we know they are right be- 
cause we make them ourselves and stand 
behind our product 

a 


MISSES’ AND CHILDREN’S WELTS, GUN 
METAL AND PATENT LEATHER 


BUTTON, TIP, 3-4 FOXED. 
5 to 8, $2.00 8 1-2 to 11, $2.25 11 1-2 to 2, $2.50 Pe 
MISSES’ AND CHILDREN’S McKAY 


SEWED GUN METAL AND PATENT 
LEATHER, 3-4 FOXED, BUTTON, TIP. 


5 to 8, $1.60 8 1-2 to 11, $1.85 11 1-2 to 2, $2.15 


CHILDREN’S PATENT TURN BUTTON 
1 to 4, 90c. | 4 to 6, $1.10 


THE PRICES ARE RIGHT 
FOR THIS DATE 


Better send an 
order in early 


WEIMER, WRIGHT & WATKIN CO. 


pi33 8. 2ND STREET PHILADELPHIA © 210 e’AiiENn srazer 
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IN STOCK—ORDER NOW!! 


These Constant Comfort Oxford and 
Strap Styles are Ready to Ship 


PLAY SAFE AND PLACE YOUR ORDER EARLY 


Fe % 


Style No. R115—Stock Tip Blu- 
cher Ox for d, Rubber Heel. D, Style New n6sa— —Opera 2-Strap —— - No. a ~' pe 
ie . $2.65 . $2.05 a 


Style No. R515—Stoc ck Tip Jur rns ‘No, "R666 —Opera 1-Strap Style No. R114—Stock Tip Ox- 
bo Oxford. EEE... 33.00 Bow. C, D,E. . $2.00 ford, Rubber Heel. EE. .$1.90 








AULT-WILLIAMSON SHOE CO. manuracturers Auburn, Maine 














STYLES and 
STAPLES Combined 
With Value 
and Deliveries 


A MILLION DOLLAR STOCK 
TO SELECT FROM 








“R “Dp ‘SMITH & SONS CO: 


CHireaAGO 
wMade Good Zn IG5Q <= ATITEVER SINCE 
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CDistribuiors 


WOMENS NOVELTY FOOTWEAR | I 
138-140 ‘Duane Sz Sats Cit 


“COMPANY, 2< 


















January Sales To Date 400% Ahead of Last Year’ 


This record tells most forcefully of how the trade appreciate our wide range of 
New Spring Styles in all widths and prices at 20% to 30% under present 
market quotations. 





You should avail yourself of our foresightedness, as our trade are now doing, without delay. 
Wire your orders collect. We shall be pleased to submit sample dozens. 














Superfine 
New 
York 
City 
Welts 

In 
Stock 






































1147—Black Kid[Vamp Golden Brown Kid T 
Lace it, same style as above, =. Wetting, 
Leather Louis Heel, Goodyear Welt. 


in Ss. 00 

148—Same st; as above, Black ty Vamp, 
Golden ay pa Top in Button. to D. 

“a. $5.00 


30 -aee Brown Kid Vamp, Pony RR Kid Top, 
—o ge = | i Leather Lo 

year Se GOO 9865.04.50 ccna Prive $4. 50 

ssaiieetinaiien Kid Vamp, Golden Brown Kid Top, 

Lace it, same style as above. AA to D. 

Brice $4.50 
1143—White Nubuck Lace Boot, same style as 
abeve, Leather Louis Heel, Goodyear — tg AA 
1149 Ail Black Vici Lace Boo cme te os 
above, Stag Pattern, vy -y. n Perforated, See yw 
Tip, White Welting. epee 4.85 


1150—All wy . Pooh Boot, in Races ie 
as above. DP EPs cccesccccescese Price $4.85 


1142—Gray Kid Stag Vamp, Genuine Gray Ooze 
Calf, Whole Quarter and Covered Wood Heel, Imi- 
tation Perforated Tip, Goodyear Welt, Long Vamp, 
Recetle Last. AA TOD... ..ccccscess Price $6.00 


1130—All Gray Kid Lace Boot,same pattern, Last and 
Perforations as above, Covered Wood Heel, Good- 
year Welt. AtOD.....ccccccccccees Price $6.00 
1131—All Gray Kid Button Boot, same pattern 
and style as above, Goodyear Welt. AA to D. 
Price $6.00 
1111—All Gray Nubuck Lace Boot, Stag Pattern, 
Wood Heel, Goodyear Welt. A to D.. Price $5.25 


1151—All White Washable Lace Boot, Stag Pat- 
tern, Covered Wood Heel. AA to D. . Price $5.85 


- 
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The Dalton Safes Inc 


MAKERS OF HONEST VALVE SHOES J FOR MEN 


aN ees MASS. 


Pi seni te iota NG GREAT as a saa 
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READY FOR A NEW MARK 
--- A BIGGER YEAR --- 


With, 
A substantial reserve stock. 
Attractive prices. 
Over 100 styles “In-Stock.” 
Unbranded Brockton Made Welts. 


A co-operative service. 
Shoes that are “ABOVE THE MARK.” 


Conditions indicate a big year for the ‘‘Unbranded 
Stock House.”’ 


Every retailer should have more than one source of 
supply for fill-in sizes, especially under prevailing 
conditions. 


re eS 


Our Spring and Summer “Stock Service’’ Book is Ready 
A Copy is Yours for the Asking 


Diamond HiwEC- 


196 CHURCH STREET 
AT DUANE 


NEW YORK, N.Y. 


PITTSBURGH OFFICE, 302 Lyceum Bldg. 
PHILADELPHIA OFFICE, 406 Central Trust Bldg. 
CHICAGO OFFICE, Lees Bldg. 

DETROIT OFFICE, 213 Bowles Bldg. 
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Every Outdoor Sport--- 


Every Outdoor Vocation 


FINDS ITS RESPECTIVE 
SHOE IN THE 


BASS LINE 


(Built for Hard Service) 


Snowshoeing, Skiing, Fishing, Hunting--- 
all the Sports of Men---find in the Bass 


























No. 1551—Men 
ae $y} 


Her 
comfo Ay reliability and service 


i. 
ye 





Line a Shoe that will Stand the Strain. 
And the Farmer, Miner, Lumberman and 
Engineer---the class of men who NEED 
GOOD, RELIABLE Shoes 
every day, will buy Bass 
Shoes---because the 


SERVICE IS 
THERE 





s Velour Calf Blucher. In Stock— 





HIGH CUT RANGELEY MOCCASIN 


“BASS SHOE" for men who want BASS 
No. 683—Black Chrome Upper. 9 inches high, Sin ingle 


a lightweight shoe. 
ood- 


oof Sole, Low Broad Heel. Sizes in stoc 


oneal fitter, with plen oy ¢ dts room. aterproo 
5 to 12, EE. Made to order , 5 to 12, E, F. 


r Welt. 





IF THIS LINE IS 
UNFAMILIAR TO 
YOU---WRITE US 


G. H. BASS 
& CO. 


BUT ANYWAY--- 
SEND FOR A 
CATALOG 


FACTORIES AT 


WILTON, ME. 
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“OSTEND 2” 


The Best 
White Fabric 
Cloth for 


AST Spring we predicted continued sale of white 

footwear. You have seen our style forecast veri- 
fied. White shoes are today the big sellers. The amount 
of business on white shoes alone a few months hence 
promises to be tremendous. Plan ahead—prepare 
ahead—for your share of this business. You'll get the 
utmost satisfaction from shoes made of ‘Ostend 2.”’ 
Its strong and flexible smooth kid finish gives‘class to 
any shoe. Suggest its use, Mr. Shoe Dealer, in the 
shoes you_buy. 


Over a million pairs of 
shoes made from this 

fabric sold during 1916 
- without one complaint. 
Some record. 


J. EINSTEIN, Inc. 


176 Williams Street, New York 


Boston St. Louis Montreal, Can. 
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To the woman of today, the fitness of footwear is an element of considerable comment. No longer 
is the same pair of shoes considered adaptable to any costume. Milady insists, when she goes out, 
that her footwear is in perfect harmony with her finery. 

The LINDNER line is built to conform to these demands, to appeal to the woman who acknowl- 
edges the necessity of effective fit, finish and harmony. The touches of conscientious care in finish 
—the notable harmony in the selection of colors and materials—the tasteful designing of each last 
and pattern—these things will appeal to you. And you can rest assured that every shoe that comes 
to you will, in every detail, be just as good as the sample you see, and so will appeal to her—Mila- 
dy—whose custom you court. 

When you view the LINDNER line you will want your customers to see it, too! And, when they 
have seen it, and have been influenced by its appeal, the line will stick. 


LINDNER SHOE COMPANY 


CARLISLE, PA. 











Buyers’ Easy Reference Directory 





“BEADED TIPS” 


|] JIC. TAP 


BEACEO 





There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO. 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCompany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 











McKays and Welts 
For the Up-to-Date Woman 
Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 











SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
TO US- 


We will make them a fast black that will 
not fade, and we will not soil your linings 
LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 
NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 














Famous Cushion Shoe for Women : 


Have a clean cut style and? 
real comfort that will appeal : 
to the very best class of trade : 
who consider comfort first. : 
Try out a few—they’re IN : 
STOCK at all times. : 


The *“*Dr. Reed”’ Agency is an Asset 3 
No. 33 ee 


: John Ebberts Shoe Co. : 
? Widths BUFFALO, N. Y. : 
: EE. Mises 2 i * to9 


: B181 Fine 
. Giases 
: 'd, Good- 





i ir he 
s utton 





The Dr. A. Reed : 


"7% matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Kitfays 


meems quick and easy sales for you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 























We stand ready to ship any order in any quantity 

from Shoe Buttons to 

Shoe Repair Machinery. 

Headquarters for Find- 

ings and Shoe Store Sup- 
plies. 

In the Heart 
of the Shoe Trade 


INTERNATIONAL 


SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 














Mr. BUYER 


Don’t forget to visit Kiely’s 
only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in Welts and McKays. 


to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 


Guides furnished by applying : 
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A Shoemaking Achievement 
Backed by Ample Responsibility 


W* had high ideal 
of quality when 
we made this line. We 
had a clear idea of what 
men wanted in everyday 
service shoes. You'll be 
satisfied that we have 
something very different 
from the ordinary when 
first you see The Certi- 
fied Shoe. 


No. 461—Sesco Last, Gun Metal Blu. Dull 
Duck Lining, 12 Harvard 


Kangaroo Top, 
Aloft Edge with Prick Top 
inch Heel. 
10%; Widths,C, D, E 


IN STOCK 


Stonefield-Evans Shoe Co., Rockford, Ill, U.S.A. 


Black + Finish. Sizes 5 to 


Gun Metal Calf Vamp, Mat Calf, 
Blind Eyelets to top, Spark Last. 
Tip 52-3, Heel 1 inch... . Price $4.85 


Same in Mahogany Tan at....$5.00 
IN STOCK 


\ 


No. 462--Sesco Last, Gun Metal Button, 
Dull Kangaroo Top, ‘Duck Lining, 12 Har- 
vard Aloft Edge with Prick Top Stitch, 
1% inch Heel. Black Bottom_ Finish. 
Sizes 5 to 104%; Widths C, D, E. 


IN STOCK 


O dealer who has 
thoroughly tried 
out The Certified Shoe 
but what is_ pleased 
with it.’ No trouble to 
market it at good profits 
and ‘repeat regularly on 
the same style or the 
most recent model. You 
can get a grip on trade 
that competition cannot 
break, if you retail The 
Certified Shoe. 


A 


No. 460—Creole Last 


Gas Metal Bal, Dull Kenquese Top, Duck 
12 Close Servesd ides ee with Prick 

Top ‘Stitch, 14 inch Heel. Wax pettom 

Finish. Sizes 5 to 1044; Widths B, C, D 


IN STOCK 


CHICACO OFFICE, 708 Security Building 
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339939939999 
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HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


oM fren Sov 


LYNN, MASS.U-SA 
TET 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


a 


vA 


SSB BER EERE EE SBESBSESSSSS SUUDUUHUCUGUUCHOQUCCUGHECUGHORGQUGEGUGEOQUGHOGEOOQGHOOUOUQORGERGCOCGURERGRUEUCEL: 
en leapt estes nem nbonigi. . Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. ; 
They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are scientifically 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Strootman Write for literature today. 


Cushion John Strootman, Buffalo, N. Y. 


Your Spring and Easter Window 

Decorating Should Be Given 

Your Immediate Attention 
Attractive Windows Can Be Made 
By Using Our Novelty Papers. 


CHANGEABLE INSERT SCREENS, PED- 
ESTALS, FLOWER’ BOXES, BORDERS, 
ROPING, Etc. : : : 


SEND FOR SAMPLES DEPT. B 
DOTY & SCRIMGEOUR SALES CO., INC., 


. 74 Duane Street New York @ 


eee eee eee ee ee ee 8 8 


N 1 | 


A Treat to the Feet 


MACKS FOOT LIFE 


TIRED, ACHING, 
PERSPIRING FEET. 


hader jor THIRTY YEARS 
CA @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL 
3353 Fremont St. Beery sty saad 


Dette i Mn I i i iy Ty i 
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HAPPY HIKER 


TAN LOTUS CALF 
WALKING BOOT 


RUBBER-KROME SOLE 
8144IN. HEIGHT, 9-8 HEEL 
BUILT FOR SERVICE 
EXCELLENT VALUE 
2% to7—BtoD $4.50 
Ne. 4406 IN STOCK 


122-124 Duane St., 
& , NEW YORK CITY 
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“HENRY LILLY CO. |: G00 SHOE CO. sx 


yrds 5 OVERGAITERS 
88-90 READE Si. N. Y. White as the driven snow 


Shapely as Venus De Milo 











TRADE SALES 


of Stock No. 
SHOES and RUBBERS 


Stock No. 1021—Pearl Gray 
Stock No. 1022—Champagne 


Every Wednesday and Friday Stock Nov 1035 —Chanaois 
= 5 Send for Sample Dozens. 
OCRRRECRECCRRRGRORCRCCEORCECORGRRRCREREEOREE cans secenuir STITT 
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Norwich 
4 Fixtures 


*' Sell More Shoes 


Are Indispensable 





Mr. W. T. Bryan of the Bryan 
Shoe Shop, Philadelphia, Pa., 
says ‘‘From a number of points 
in my store, I have your Wire 
Line Parcel Carriers. These 
have proven so dependable and 
work out to my advantage to 
so great a degree that they 
are indispensable. 








“~~ The use of Nor- 
wich Fixtures, not only 
enables you to make bet- 
ter displays, but the high 


reputation they bear.insures per- 
fect satisfaction and full value for 
every dollar expended. Send for 
our catalog. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


NEW YORK SALESROOMS BOSTON 
712 Broadway 26 Kingston St. 


Lamson Carriers are just as 
necessary to your business as 
they are to Mr. Bryan’s and 
they will bring you the same 


results. 

Why not look into this mat- 
ter of service today? Simply 
drop us a card and we will show 
you what Lamson Carriers will 
do for your store. 


THE LAMSON COMPANY 
Boston, Mass. 


. 
. 


rv 


ALGONQUIN 


_ INDIAN 
MOCCASINS 


Are fast growing in favor 
throughout the world as one 

, of the most desirable types 
of American made footwear. 
Ideal for indoor wear and for 
summer outdoor wear— com- 
fortable, practical—and eco- 
nomical in these days of high 

priced shoes. 


t 
. 


; . ; STOCK'NO. 402 
When the best is wanted in 


shoe illustrations—the men who 
know write to 


Nature’s own footwear adopted by th: American Indian. 
Write for prices. 


C. Grieco Commercial Art Co. 


Shoe Illustrators & Engravers 
179 W. Washington St. Chicago 


BANGOR, MAINE 
WESTERN REPRESENTATIVE 
Jj. P. Davis 1512 Michigan Ave. Chicago 
FOREIGN AGENTS 
Universal Export and Import Co. Boston, Mass. 


UOCOCEEGUEGGHUGEEQEDOEECHEGOEUGUUGGUUCEUGCOCOCCOUOUGOCROOOGHOGUROORUOROQUOGUUGHOQUNOEOOOSQUROQEQOHQQNRGRORNONRRRR 
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{ 
require GOLD ani SILVER MET- § 
ALLIC RIBBON for lacesand bows. § 
Pattern No. 8897 f 
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Widths— and %& in. 
10 yard wlan 


FOR EVENING SLIPPERS, OPERA, € 
BALLET TIES AND GYM. SHOES € 


use “‘Chandler’s Perfection . 
Double-Face Satin Ribbon” 
ae Ne — : f 
idths—% an in. £ 
10 and 50 yard 7 Loe & 
f 
f 
f 


BOC VUVYUYUVYUYYVY 


Colors—Black, White, Silver, Gold, 
and Evening Shades 
Cc. A. BROWNING COMPANY 
30 FRANKLIN ST. - - BOSTON 


pin cis fin fis pin ies Cle Cie tin Cle cies i Cla ia cia dia cle cla. dla cia. fa. ca cla. cla. a. cnc cf ct aa ct) ca ca ca ca. ca. ca ch: 
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WOMEN’S 
STORM SHOES 


N 9 
y IN STOCK Y 
ie 3518 Wo’s All Tan Lotus Lace, Tip, L. 

' rT 12-8 Cuban Heel, Widths Bto D $4.25 T 

f 3517 Wo’s All Black Storm Calf Lace, 

i Tip, 12-8 Cuban Heel. Widths 1 

E MINS £6.5.9:5:3:0440645 0040, 006 E 


*““WEARPROOF’’? LININGS— 
WELTED McKAYS 


© 08 READE ST-NEW YOR © 


— —_—si tt —_ a 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


a_i) — —— — ee 








Shoe Store Chairs 


Occupies 
Smallest 
Store Space 


Most Practical 
5 and Successful 


rangement 
| Ever Planned 


Write for Catalog 
The C. F. Streit Mfg. Co. 
1047 Kenner Street 


CINCINNATI, O 








—_ a 
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CHINO EA 


# FRANKLIN 
) PROVIDENCE, R I. 


f ENGINEERS 


 s0¢ MACHINISTS 


= Manufacturers of 


= Couplings, etc., Iron 


= Cotton Bat Heads, 
Dressers. 


; SATIN SLIPPERS 


m Made of good serviceable satin, in operas, 
A with and without rosettes. In Cuban or 


a pink, blue. 
M $1.25 to $1.85 per pair 


Buyers’ Easy Reference Directory 


IN STOCK 
FOR EVENING WEAR 
1-2 Louis heel to match. Black, white, 
SLIPPER CO. 


116 Duane St. 
NEW YORK, N.Y. 
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COLUMBIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA-COUNTER‘CO: 


349 CONGRESS ST. BOSTON, MASS. 
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TERMS 
3% 10 days; 
days, net 












MACHINE CO., INC. 
189 Charles St. 


FOUNDERS 


Shafting, Pulleys, 
Hangers, Bearings, 


Castings, General 
Mill Repairs, Special 
Machinery for Tex- 
tile Work, Ball- 
Winding Machines, 














POWER LACE TIPPING MACHINE 
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IMPROVED VENTILATING CORSET 


ANKLESUPPORTS p 
SELL NOW = 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 
For Children Learning te Walk 
FOR SKATING 


A stock is also car- 
ried at our Western 


Chi go, Il. —s 


Order by Name from your Jobber or Direct 


Nathan Anklet Support Co. 
81-90 Reade St., iow York City 
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Maintaining 


the Standard 











Fp DUCATOR [he consuming public has enthusiasti- 
SSHOE® cally accepted Educator Shoes as an 


established standard. 


FDUCAToR As makers of Educator Shoes we value this 
SHOE® public endorsement and allow no condition 
to impair the established standard. 


EDUCAToR The Educator Shoe of today is the Edu- 
IQHOE® ~ cator Shoe of yesterday and the day before 


and that of tomorrow will be the same. 


EDUCATOR Thus do we maintain the standard and 
SHOE® therefore may you the retailer distribute 


Educator Shoes with full confidence in the maintenance 
of the established standard. 


Educator Shoes are in stock for immediate 
delivery in each of our nine wholesale Rice & 
Hutchins houses. 


WHOLESALE DISTRIBUTING HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 

The Rice & Hutchins Baltimore Co. Joseph I. Meany & Co., Inc., Phila. 
The Rice & Hutchins St. Louis Shoe Co. 


Rice & Hutchins, Inc. 
20 High Street, Boston, U. S. A. 
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OR SEARS- 
ROEBUCK CO. 


In Addition to Tanneries 
Chicago and Milwaukee 


CHICAGO—On Monday morning 
cutting will begin in the factory 
recently leased by Sears-Roebuck 
Co., in Newburyport, Mass. The 
product will be ladies’ welts and 
turns. The factory is the new plant 
until recently occupied by Levirs 
& Sargent. 

The Sears-Roebuck Co. also main- 
tain a tannery in Chicago and one 
in Milwaukee and nine other shoe 
factories. The shoe production head- 
quarters are centered in the executive 
buildings at Cambridge, Mass. 

The Beare Rechock o. did a busi- 
ness of nearly $15,000,000 the past 
‘year. If they had sold $22,000 worth 
more it would have been exactly 
$15,000,000 worth of shoes sold 
direct to the consumer. They an- 
ticipate that under the same favor- 
able conditions their output in 1917 
will be nearly $20,000,000. 


NTERNATIONAL 
STOCK DISTRIBU- 
TION PLAN 


ST. LOUIS—The International 
Shoe Company has adopted a policy 
under which small stockholders in 
the company may increase their 
holdings and others not now holders 
may obtain stock. All non-active 
stockholders are to be’ required to 
surrender one-third of their holdings 
while all large active holders, above 
a certain amount, are to surrender 
one-quarter of. their holdings. This 
stock will be sold at par on long 
time to active participants in the 
operations of the company. As a 
result of this actien the heirs of the 
late Oscar Johnson, president of the 
company, have arranged, by per- 
mission of the probate court, to 
surrender 1,428 shares for the pur- 
pose indicated. 


TORE MADE 
OVER 


ROCHESTER, N.Y.—E. J. 
Esser, 155 Main St., East, has 
started to make extensive altera- 
tions, a new front and a general 
remodeling of the interior will make 
this store one of the finest retail 
stores in the state. The elevator 
and stairway will be eliminated and 
the entire store will be re-arranged. 
Modern shelving and equipment 
will be installed and the basement 
will be given over to the bargain 
department. 

he hosiery department will be 
enlarged and occupy a place in the 
forward part of the store. The 
men’s and women’s departments 
will be separate and the latest store 
Aighting system will be installed. 
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ORE WELTS 
MORE ROOM 


PHILADELPHIA—The A. _S. 
Kreider Company is now installing 
a welt plant for their children’s lines 
in the Lebanon factory, and they 
anticipate having this complete so 
as to start in time for the Spri 
run. This will aid in the oatipat of 
welts which is at the present time 
taxing these departments in the 
other factories of the concern in 
which welts are made. 





NEW SKIRT TYPES MEAN 
CHANGES IN SHOE TOPS. 





Women’s Fashions Defined and 
Colors in Vogue 





The Influence of Fashion in Wearing Apparel. 
' Upon Footwear Worn 


@ 


i 





NEW YORK—The most striking 
fashion innovation of the season 


in women’s attire is the barrel skirt. |: 


It is the design of a Paris house and 
it has been quickly adapted to suit 
the taste of the average American 
woman. 

Any new type of skirt has its in- 
fluence upon the shoes worn and this 
is particularly true in this new era 
of style in footwear. 

The designs received in New York 
from Paris show 4 remarkable tend- 
ency towards ——— in cut and in 
trimming, and is attributable to the 
lack of skilled workers in Paris. If 
this is the case, the American public 
can well look for a development of 
an American style built upon de- 
signs originated here. 


The Barrel Skirt and the Straight 


There are two major themes in the 
fashion note of the coming season— 
the barrel and the natural figure line. 
Nowthese bring with them skirt lines 
which in the barrel shape permit of 
shorter skirts and the straight-line 
effects skirts from five to six inches 
from the ground. These two domi- 
nant ideas in the dress of women for 
Spring imply both short and high-cut 
shoes. If the tendency in the West 
develops further we will see a clash 
of ideas—the West taking to the 
short skirt, the eight-inch boot, and 
the revealment of two or three 
inches of hosiery, while the East 
will run‘ to skirts at least six inches 
from the ground. 


Colors for New Season 


The Textile Color Card Asso- 
ciation of New York which will be 
issued in February, will emphasize 
colors lighter than those worn in the 
Fall of 1916. It is the feeling that 
sombre hues have been sufficiently 
in yogue and that warmer shades 
will be appréciated. Colors are 
in three groups with family names. 
For example, “Brass” is really a 
continuation of the popular gold 
colors which have had such a heavy 
sale this season. Next in famil}j 
terminology—the ‘‘New Blues” an 





next “Copper.” “Tea Green” ~ 
romises well for Summer, and for ~ 
all, 1917 “Wines” will continue 
popular. ‘‘Partridge,” “Autumn” — 
and “Walnut Brown” 2 33 
favorites for next Fall. greys — 
are termed ‘“Mist,’’ “Steel” and | 
“Smoke” and they are going to be 
among the leaders. But two reds 
are shown and these are on darker 
shades. ca 


bl 
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ED AND BLUE BS 
AGAINST THE ~— 
GREEN | 


The Shoe ,& Leather Club of 
Cincinnati holds its annual electior i 
of officers on Saturday, February 3d. | 
This event is always made the occa- | 
sion of jollification. * It takes on 
added importance this year becausé © 
of keen rivalry which is arising be- | 
tween three tickets now on the field 
President E. K. Woodrow heac 
both the red and blue-tieket. EH 
originally headed the blue tick 
but two candidates who had bee 
selected for the head of the re 
ticket, withdrew, with the recom- 
mendation that Mr. Woodrow be” 
honored with the nomination 
both tickets. This was done, 
now entry is made of the third 

een — re a rece os + 

tween the following three ti 

Red—E. K. Woodrow, President 
S. S. Fechheimer, Vice-President; 
Wm. Tateman, Secretary; Edgar 
Bettman, Treasurer. Di ectors- 
two-year term: A. J. Budke; one- 
‘Blue ticket—E. .K. Wood 

ue _ ticket—E. , 
President; Wm. Fowler, Vice~Presi- 
dent; Wm. Tateman, ry; 
Chas. Reisenberger, Treasurer. 
rectors, two years: Ernest Ho 
one year—Jas. McDonald. : 

Green ticket—Wm. Gallup, Pres 
dent; Richard Gordon, Vice-P 
dent; Wm. Tateman, Secretai 
Dan Wolf, Treasurer. Director 
two-year term—Perry Roc 
one-year term—George Aftel. 
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THE EDITOR’S MAIL 


A: column for the opinions of men 
in the indusiry on current topics in 
shoedom. 

The ‘‘Recorder’’ assumes no re- 
sponsibility for the views of its corre- 
spondents, which are presented solely 
as a mirror of current opinion. 


ERCHANTS’ VIEW 
ON RETAIL 
ETHICS 


Editor ‘Boot and Shoe Recorder”: 

I have read with a great deal of 
interest, the proceedings of the 
N.S.R.A. in convention in Cincin- 
nati, as related in the “Recorder,” 
and it surely makes good reading— 
sounds well and should possibly 
boom the association and increase 
its membership largely. 


An Evil To Consider 


We have been benefited in national 
legislation, through the efforts of 
Brother Strassburger and other good 
workers in the cause and the 
deserve great credit and the thanks 
of us all. Now, the fact that the 
N.S.R.A. has been able to influence 
legislative action in the interest and 
welfare of the retailers of the United 
States, shows that the association 
can be a great power for good. 

Such being the case, why not 
- adopt measures that will protect 
the legitimate shoe merchant from 
one of the greatest evils we have, 
namely, the effects of false and mis- 
leading advertising as practised by 
certain so-called shoe merchants, in 
such methods as covering half or 
whole pages of the daily newspapers 
with shoe cuts of every conceivable 
kind, accompanied by vivid descrip- 
tions of their superior qualities, etc., 
advertising them at one-half to two- 
thirds the prices charged by regular 
dealers, also quoting names of manu- 
facturers who never existed and 
such other pernicious practices by 
which the public is deceived and 
defrauded—and to the detriment 
and injury of the legitimate mer- 
chant who has built up his business 
by honest methods, good: service, 
truthful adveftising and giving fair 
values to his patrons? These para- 
sites in the business communities of 
nearly every city in New England 
and possibly in the entire country, 

rey upon the public and on the 
legitimate merchant. 


Some Methods Outlined 


The National Association should 
be able to put an end to such depre- 
dations, more especially as it is con- 
trary to law to advertise fraudu- 
lently. I would suggest that each 
state association should appoint a 
vigilance committee composed of, 
say, five members of the board of 
officers to whom all complaints 
should be submitted—and if after a 
thorough investigation, said com- 

aint or complaints are found to be 
ust and worthy of action, that state 
association committee should take 
up the matter with the Associated 
Advertising Clubs’ Vigilance Com- 
mittee—at the same time notifying 
the N.S.R.A. of the action taken. 

The National Association should 
also appoint a grievance or vigilance 
committee to whom all complaints 
-gshould be reported by the State 

Association—so that both organiza- 
‘tions could work in unison. 

I think in this manner the legiti- 

mate shoe merchant may be able to 

























































































put an end to the pernicious prop- 
aganda indulged in by those fakir 
dealers who by their misleading, un- 
truthful methods of advertising, 
deceive the purchasing public and 
injure the honest, legitimate retailer. 


J. SAMUELS. 
Springfield, Mass. 








WOMEN’S IN- 
FLUENCE 
EMPHASIZED 


At Shoe Club Ladies’ Night 


The Boston Boot and Shoe Club 
observed its annual Ladies’ Night 
at Hotel Somerset, Wednesday eve- 
ning, Jan. 24, the event bringing 
together nearly 300 members and 
guests and proving one of the most 
brilliant in the long series of such 
occasions. 

A reception was held in the parlors 
of the hotel previous to the banquet 
at which President Herbert L. 
Tinkham, of Brockton, and Mrs. 
Tinkham, with other officers of the 


Yjclub and their wives, received the 


members. 

The special guests included Hon. 
John S. Kent, of Brockton, president 
of the National Boot and Shoe Man- 
ufacturers’ Association, and Mrs. 
Kent; Cudworth Beye, executive 
secretary of the National Associa- 
tion of Tanners, and Mrs. Beye; 
Elisha W. Cobb, president of the 
Boston Leather Trade Benevolent 
Society and Mrs. Cobb; Mr. and 
Mrs. Alfred W. Donovan of Rock- 
land, Mass.; Mr. and Mrs. Horace 
R. Drinkwater, of East Weymouth; 
and Mr. and Mrs. Fred H. Baird. 


A Calamitous Possibility 


President Herbert L. Tinkham 
gave a short speech of welcome, ad- 
dressed mainly to the ladies in which 
he alluded to their growing impor- 
tance in the political as well as the 
social world and offering to surrender 
the gavel to any lady who might 
be elected president of the club next 
year. 

Continuing, he said:— 

“In behalf of the 1300 shoe man- 

facturers of the United States, 

as well as of the hundreds of 
tanners dependent upon these 
manufacturers for their bread 
and butter, and their annual 
Winter trips to Palm Beach, I 
suppose that some reference 
should be made by me to the in- 
fluence that women exert upon 
the style and cost of that won- 
derfully artistic and durable 
roduct, the American shoe. - 
ow many desirable corner 
stores would be displaying to- 
let signs, were it not for our 
lady friends and their nation- 
wide demand for a daily change 
in footwear style? I tremble to 
think of what would happen to 
this great dual industry of ours 
if the ladies should unanimousl 
decide, not to actually abolis 
the use of shoes, but to enter 
into competition as to which 
could wear the most somber and 
least expensive footwear. May 

Fifth venue and Tremont 

Street never behold such a cal- 

amitous day!’’ 

After quoting the familiar lines. 
‘How much a man is like his shoes,” 
he closed with this parody: 

How much are women like their 

shoes— 

So many styles, it’s hard to 

choose. 





We’ve blondes, brunettes, and 
“neutral” grades 
To match our footwear’s varied 


shades; 

And all the world acclaims as 
“beauts”’ 

The Yankee woman and her 
boots. 


Both are expensive, neat and 


nice, 

And both are fully worth the 

price! 

During the dinner a fine program 
by the Philharmonic Orchestra and 
the Knickerbocker Club was given 
and this was followed by two groups 
of songs by Martha Atwood-Baker, 
the well known soprano. During 
an intermission the banquet hall was 
cleared for dancing by the guests, the 
numbers being interspersed by spe- 
cialties by the miniature opera 
ballet, four graceful maidens, who 
appeared in costume and gave 
several beautiful ballet- numbers. 


EXCELSIOR! 
By Artuur W. HaAti 


(Skirts will be three inches higher— 
Chicago Fashion Note) 


The afternoon was fading fast, 
As through Chicago’s streets there 
passed 
A girl whose costume called aloud 
This word unto the gaping crowd: 
EXCELSIOR! 


No fancy ballet girl was she— 

A lady of society, 

Whose dress of Si binate latest line 

Conspicuously bore this sign, 
EXCELSIOR! 


Her skirt was short, her hose beneath 
Flashed like a falchion from its 
sheath, 
And far below dawned on the sight 
A pair of boots of twelve-inch 
height— 
EXCELSIOR! 


“Oh stay!’’—the movie artist’s plea 
“IT fain would make a film of thee.” 
She turned on him a limpid eye, 
But ~ pe to breathe as though a 
sigh: 
EXCELSIOR, 


“Try not to pass’’ the “Copper” cried; 

“That negligee should be inside!”’ 

Oblivious of public gaze, 

She sauntered on thro’ city ways— 
EXCELSIOR! 


As evening shades came softly down, 
Enshrouding all Chicago town, 

The curtain fell—the show was o’er 
To mortal man there came no more, 


EXCELSIOR! 
L’envoi 


The officer upon his beat — , 
Said (to himself) “that maid petite, 
Appeared to me quite comme il 


faut— ; 
She put the “chic” in Chic-a-go!” 





“RANDALL RIDER KILLED” 





WASHINGTON, D. C.—Post of- 
fice appropriation bill H.R. 19410 
was passed in the House of Rep- 
resentatives, Tuesday, Jan. 16th. 
Section 10 was stricken from the’ 
bill for it placed the burden upon 
industrious and ambitious men and 
women who desire educational liter- 
ature at lowest possible prices. The 
bill would have raised the rates of 
postage under a zone system now 
applying to Parcel Post matter. 





HIRTEEN SHOE 
STORES IN 
ONE BLOCK 


The Thos. G. Plant Company of 
Boston, has leased Reinhard Build- 
ing, on Fifth Avenue, located in the 
central part of Pittsburgh, and on 
what is known as the shoe street of 
Pittsburgh. On two squares of this 
street are thirteen shoe stores, the 
largest in Pittsburgh: The Rosen- 
baum Co., Regal Shoe Co., W. L. 
Douglas Co., The Bedell Co., New- 
ark Shoe Co., The Kirby Co., C. A. 
Verner & Co., Pels Shoe Store, 
Walk-Over Shoe Store, S. & E. Shoe 
Co., Campbells Shoe Store, Pitt 
Shoe Co., Frank & Sedar, Kaufman’s 
Shoe Store, Thos. G. Plant Co. 

The building is being extensively 
remodeled and is being refinished in 
gray and will be one of the most up- 
to-date stores in Pittsburgh, handling 
exclusively women’s, misses’ and 
children’s shoes. They expect to 
open the store Feb. 15th. 


EAVE IT TO 
CHICAGO 





To Be Prepared 


CHICAGO—Dinner was held in 
the Palmer House, January 24th, 
and the leading shoe merchants of 
Chicago in attendance decided to 
make early plans for the National 
Shoe Retailers’ Convention in 1918. 

R. Metz was unanimously elected 
eneral chairman of the convention. 

ive men were appointed as com- 
mittee, namely, Barney Coens, S. 
Bamburger, John O’Connor, J. Shee- 
han, J. Spalo. 

In a discussion which followed, 
comment was made on the fact that 
retail prices of rubbers were lower in 
Chicago than in the East. 

Regular meetings will be held 
during the year and there is a pos- 
sibility of the convention being or- 
ganized on the “symposium plan.” 





ROADWAY STORE 
FOR CAMMEYER’S 


Under 





Making Fourth Store 
Hart’s Management 





Cammeyer’s, one of the largest re- 
tail shoe concerns in the country, 
will open a new store in the Mar- 
bridge Building, 34th Street, and 
Broadway, in time for the Easter 
trade. 

A lease for a long term of years has 
been taken and it is the intention of 
the Cammeyer concern to open one of 
the finest and best 4g shoe 
stores in the United States. The 
executive offices and selling depart- 
ments of the firm will be moved to 
this new building. 

In 1863 Cammeyer started with a 
small shoe store at Carmine and 
Bleecker Streets, a few years later 
opened what was then said to be 
the largest and best equipped shoe 
store in New York City at Twelfth 
Street and Sixth Avenue. After 
many years the store at Twenti- 
eth Street was opened, and for the 
last twenty-five years has served as 
a standard of retail success. A store 
has been_opened recently in Newark, 
N. J., and on Fifth Avenue the Cam- 
meyer branch de luxe specializes in 
the highest grade and types of foot- 
wear madein America. , 
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[JTMOST UTILITY 


UNDERFOOT 


Leave it to the Newspaper Man to 
Build a Story Around “Substitutes” 





“Paper” shoes! Fine and dandy. 
Just the proper economic stunt in 
- these days of using the waste. Save 
all the old envelopes’ and take a 
chance-and-be-rich circulars that 
the ‘mine workers’ send you and 
you “have material enough to fur- 
nish stock for a shoe factory.” And 
the newspapers could run paper 
patterns, showing how to cut the 
morning edition into nobby foot- 
gear. How to use the sporting sec- 
tions for sport shoes, the household 
page would slash out into nice 
indoor “‘kicks”- for the ladies, and 
the foreign news would make bully 
brogans for travel wear. 


A Pair Per Day 


One could keep up with the times 
simply by using a new pair of news- 





After You’ve read your morning 
paper make it into a pair of shoes 


aper shoes every day. Literary 
fot s could have the latest and best 
sellers done over into fancy pat- 
terned vamps with light frothy tops 
having a broad suggestive plot for a 
sole. The uppers to be decorated 
in red ‘hearts and triangles. Bargain 
shoes could be moulded from the ad 
columns. Use the “‘slush’”” magazines 
for sloppy weather. 


Paper Bags to the Rescue 


Wrapping paper and bags would 
make tough wearing footery for 





Easily made from paper bags 


merchants and tradesmen and in:all 
colors. ,Second hand paper napkins 
in next reincarnation would 
make nice slippers for comfort and 
for soft easy treading. Bills and 
statements would make corking 





“samples” of “‘skin and hide.’’Old 
Indian stories make splendid moc- 
casins. Ninety-day paper would 


make good extension soles. 





aE, 
Caper made from 


32 pages of "Redskin the Scalper' 


“Boot and Shoe Recorders”’ would 
make the highest grade shoe that 
the market produced, one that would 
attract attention and bring increased 
business and larger profits to the 
manufacturer and the merchant who 
used them in their business. Giving 
the same long wearing satisfaction 
that they do now. That’s the paper 
for shoes. It has made lots of shoes 
in the thirty odd years of its life, 
and will continue to do so for many, 
many years to come. 


Now a Serious Consideration 
of the Subject 

In discussing the high cost of white 
paper, a sarcastic Iowa newspaper 
says “It will soon be too expensive 
for shoe manufacturers to use in 
soles.” Which will pass as a bit of 
fun; but sometimes smart newspapers 







Shoestring Fg y 
loestigs th 
ye light N 
Frothy 
top 
with red 


é well heeled 
Social 
prominence 
From a Popular Novel to Wear 
St. Valentine’s Day 


have stupid readers, and such a 
remark may wreck the peace of 
mind of some wearer of cheap shoes 
who finds composition in a _ heel, 
where he fondly expected to find 75- 
cent sole leather. 

Paper is costing a great deal more 
—no one knows that better than we 
do, for we have to buy a good many 


in order to spread before our readers 
the record of the shoe and leather and 
allied trades. It costs more because 
it is partaking of the rise incident 
to scarcity of developed raw materi- 
als, derived from the earth. Most of 
us have decided to quit the country 
and come to town; to leave the farms, 
the mines and the forests, thereby 
abandoning the production of grain, 
cattle, metals and wood-products 
as raw materials, and crowding into 
the job of working over these raw 
materials into finished forms. What 
remedy? here is none, except 
economic pressure. You can’t argue 
with mankind on such a subject. 

And the present situation, bearing 
in mind especially recent pronounce- 
ments of leading organizations of 
the trade on the subject of shoe ma- 
terials, suggests curious speculation 
as to what heights shoe prices would 
have soared to by this time, had the 

romoters of those foolish laws of a 
‘ew years ago, to outlaw all materials 
but leather, been successful in their 
endeavors. It was not the makers of 
leather, who brought forward this 
project; they have always promoted 
their product fairly, on its proven 
merits, with no attempt to foster 
its interests artificially by regulations 
which would be a nuisance and a 
burden to all other departments of 
the shoe and leather trades, as well 
as a costly experience for the con- 
sumer. 


OVELTIES AT - 
WHITE HOUSE 





Fancy tops in all high-grade shoes 
are still the best seller in the women’s 
shoe department of the White 
House, and Manager Herron proph- 
esies that the demand next year 
will be as great as the past. In 
anticipation of this condition a com- 

lete line of fancy high-grade shoes 

as been ordered for the White 
House, which expects to be able to 
need all aspects of the fancy shoe 
demand. he men’s department 
is doing a heavy, post¢holiday busi- 
ness, the rush being almost as great 
as before Christmas. The high 
prices do not seem to retard the sale 
of high-class goods here. Harry J. 
Palmer, manager of the men’s de- 
partment, reports that the shortage 
of sizes is more pronounced in shoes 
selling from $10 up, rather than $5 
to $8. Mr. Palmer will leave soon 
on a trip East, during which he will 
visit factories and large leather 
establishments. 


Se a 


N° MID-SUMMER 
FAIR 





Of Shoes and Leather 





CHICAGO—Announcement is 
made by the management of the 
National Shoe and Leather Fair Co. 
that there will be no Fair this year. 
These expositions in footwear and 
materials were originally established 
in Chicago, in 1906, by the Jacobsen 
Publishing Co. In deference to the 
geneval wishes in the trade these 
airs are run every other year. 

There is a possibility of the Fair 
being held in Chicago in January 
during the convention of the Na- 





tons of it in the course of a year, 


uring 
tional Shoe Retailers’ Association. 



















































































REDIT MEN q 
IN CONFERENCE 


ST. LOUIS—A conference of 
credit men from all over the United © 
States was held in St. Louis during” 
the past week to consider develop.” 
ments in credits as a result 
unprecedented conditions now 


ePX1St- 
fe 


ing. The delegates. were guests of © 
the St. Louis Association of Credit 
Men. The conference, in addition 
to its discussions, endorsed the” 


National Credit Interchange Bureau | 
established at St. Louis under the 
auspices of the local and the national 
body in which the credit status of © 
all merchants dealing with 
houses, which are members 
National organization, is maintained 
for prompt access. The method of | 
operation is such as to give a cross” 
section as-it were of the manner in— 
which a merchant operates his bill- 
paying methods to different houses, 
etc. In other words it is a cross” 
section of the merchant's ledger | 
record the country over. One deter- | 
mination reached was to urge more | 
strongly than ever friendly adjust- 
ments of ‘merchantile difficulties 
wherever the slightest justification | 
exists. ~ a 


FAILURES DECREAS z 
THIRTY SEVEN” 
PER 


NEW —~YORK—The report of | 
Secretary Lewis M. Taylor of the 
Wholesale Shoe League made at 
the fourth annual meetin Se 
week showed the number of failures — 
for 1916 as 37 per cent less than the — 
previous year, and there was a 50 
per cent decrease in liabilities under 
them which’ would indicate that the 
size of the individual failures was 
considerably smaller. The report- 
ing system showed an increase of 
34 per cent in inquiries over the 
previous year, which fa 
50 per cent increased over the re- 
owe for 1915, the Secretary’s office 

andling 63,000 reports during the 
year. } 

Some statistics given in Mr 
Taylor’s report were very i 
ing 5 ppc = Loge of th 
the League. Since the organization 
of the body six years @go they ha 
turned over to creditors of ¢ 
barrassed concerns $1,635,000 
within the same period not less 
than $2,500,000 in dividends as | 
trustees have passed through 
offices. 


Wwurtr ARE YOU 
GETTING FOR 
RUBBERS NO 


Prevailing prices for rubbers 
Boston are as follows: 

Dept. Stores 

and ialty 

. Shops 

Light Plain 


q 





ec 





ie 


Hig 


Men’s Storm Slipper 


Boys’ Defiance...... 1.00 
Youths’ Defiance..... .85 
Women’s Defiance... .85 
Misses’ Defiance..... 75 
Child’s Defiance..... 60 
Misses’Tan and White 
Defiance:......... 1.15 
Child’s Tan _ and 
White Defiance.... .85 
Women’s Footholds.. ..75 


Women’s Croquet.,.. .85 
Women’s Storm....%. .85 
Women’s Tan _ Cro- 


SATURDAY 
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HELL CUSTOMERS 
TO CARRY SHOE 
PACKAGES HOME 


BOSTON—The Commission for 
| the Investigation of the High Cost of 
Living of the Commonwealth of 
|Massachusetts, emphasizes in its 
jreport the cash customer of a retail 
istore who carries home his or her 
‘purchases suffers through three cost- 
practices delivery of purchases, 
giving of credit and return of goods. 
On the average, says the report, it 
costs more than 10 cents to deliver 
a parcel; three to four cents out of 
every dollar taken in goes to paying 
for the credit department, and half- 
the goods sent on approvai are re- 
turned. 


Pleads for Cash Customer 


The commission sees no reason 
why the cash customer who acts as 
his or her own carrier should be 
compelled to pay for these extra 
charges. 

“The goods could be sold for one- 
tenth less,’ it says, “‘and yet give 
the merchant the same profit he now 
gets, save for the costly practices 
referred to.”’ 

The commission holds that those 
practices ought to be changed as en- 
tailing waste that in the aggregate 
is an ‘enormous loss to the. com- 
munity, and individually a serious 
burden to large numbers of the 

- people, and grossly unfair “to those 
who are willing to be thrifty if they 
have the chance. 

“Few, if any of the merchants 
like the situation. They have been 
driven to it by competitive influ- 
ences. Most of them say they have 
been unable to reach agreement, and 
without agreement each would be 
at the mercy of his competitors.” 

The commission suggests that the 
present is an opportune time for the 
merchants to compromise their dif- 
ferences, but if they cannot, then 
“public opinion, enlightened by pub- 
lication of facts, will support such 
of them as may see fit individually 
to give consumers the chance to 
pay only for what they get.” The 
commission urges women’s clubs and 
civic bodies generally to rouse pub- 
lic sentiment, as no way in which 
legislation could help suggests itself. 


NEW PLAN OF SALES 
DEVELOPMENT 


PORTLAND, Me.—At the Con- 

ess Square Hotel, January 25th, the 

t annual meeting of the Maine 
Stetson Shoe Retailers was held. 
The idea back of the meeting was 
that merchants stlling a certain line 
of shoes might be benefited by a 
closer knowledge of the best methods 
of merchandising and the experiences 
of other merchants within the State. 
+ §. W. Merrill was toastmaster at 
the banquet and remarks were made 
by E. H. Stetson, A. F. Dean, A. C 

eald and D. Kendrick. Firms 
represented were George A. Church- 
ill, Bath; C. F. Wiggin, Sanford; 
Jas. A. Robinson & Co., Bangor; 
Allen T. Smith, Houlton; Dean 
'Bros., Portland; George L. Howard, 
‘Auburn; F. L. Hersey, Augusta; 
‘John F. Dean, Biddeford; Lothrops- 
‘Farnham Co., Dover, N.H.; Jett 
io Bass, Lancaster, N. H. 


€ 





(COMING EVENTS 


Feb. 6—Connecticut Shoe Retailers’ 
Association, Annual Meeting and 
Dinner, Hotel Garde, New Haven. 
All shoe merchants, traveling sales- 
men and retail salesmen welcomed. 
Notify Sidney Stokes, Walk-Over 
Boot Shop, New Haven. 


Feb. 6—-7—Texas Retail Shoe Deal- 
ers’ Association, Annual Meeting 
and Dinner, Fort Worth. 


Feb. 10—Rochester Shoe and Leath- 
er Club, Annual Banquet, Powers 
Hotel, Rochester, N. Y. Charles 
Winslow Smith, Chairman Dinner 
Committee. 


Feb. 19-20—Pennsylvania Shoe Re- 
tailers’ Association, Annual Meet- 
ing, Chamber of Commerce Bldg., 
Philadelphia. All merchants in- 
vited from Pennsylvania, New Jer- 
sey, Maryland, Delaware and 
District of Columbia. Notify 
Secretary Carl Schuh, Pittsburgh. 


March 6, 7, 8, 9—Ohio Retail Shoe 
Dealers’ Association, Annual Con- 
vention and Exposition, ‘Terminal 
Auditorium, Toledo. Joint con- 
vention of shoe merchants of 
Ohio, Indiana, Illinois and Michi- 
gan. 

March. 6, 7, 8, 9—Indiana Retail 
Shoe Dealers’ Association, Annual 
Convention and Style Show, Hotel 


ELLING MEXICO 
$175,000 IN SHOES 


KANSAS CITY—The Kansas 
City wholesalers cover every terri- 
tory from the Mississippi River, 
west, but the principal volume na- 
turally comes from the Great West, 
North West, and South West. 

The McElwain-Barton Co., for 
example, transact a_ considerable 
volume of business in Mexico. Ship- 
ments for this year would approxi- 
mate $175,000 to Mexico alone. 
This concera will ship into New 
Mexico and Arizona, alone, this year 
$500,000 worth of shoes. 


3,089,000,000 IS U. S. 
TRADE BALANCE 
FOR 1916 


Exports of $5,481,000,000 Exceed 
by Nearly $2,000,000,000 Those of 
1915 


WASHINGTON—According to a 
statement just issued by the Bureau 
of Foreign and Domestic Commerce, 
American exports for 1916 reached 
the record total of $5,481,000,000. 
This exceeds the total of 1915 by 
$1,926,000,000, and that for 1913 by 
$2,997,000,000. 





The total imports in 1916 aggre- 








prosperity. 





FINE SLIPPERS FROM SPAIN 


Barcelona:—The custom shoemakers of Spain are enjoying unprecedented 
The fine hand craft slippers made in Barcelona are much in 
demand in Paris, now that recent drafts have depleted the ranks of Parisian 
shoemakers. These slippers by Pedro Bosch, Barcelona. “i 








Claypool, Indianapolis. Notify 


C. I. Slipher, Indianapolis. 


March 7, 8, 9—Iowa Retail Shoe 
Dealers’ Association and Traveling 
Men’s Auxiliary, Annual Conven- 
tion, Des Moines. Notify Roy 
Stevens, Ottumwa, Iowa. 


ORE ACTUAL 
MONEY—LESS 
UNIT SALES 


LOUISVILLE, KY.—C. H. Chil- 
dress, manager of the Rodes Rapier 
Shoe Department, in a recent inter 
view with the correspondent of the 
“Boot and Shoe Recorder,” stated 
that sales were not bringing the vol- 
ume of business this season that they 
did in former years. Even at re- 
duced prices shoes are still so high 
that the average customer is endeav- 
oring to get as much wear as possible 
out of merchandise purchased early 
in the Fall, and in many cases ¢us- 
tomers who generally buy several 
pairs of shoes in a season are en- 
deavoring to hold down to one or 
two pairs. 


gated $2,392,000,000, also a record 
total. For 1915 the total was $1,799,- 
000,000 and for 1912, the previous 
record year, $1,818,000,000. 

The year’s favorable trade balance 
was $3,089,000,000, as compared 
with $1,776,000,000 for 1915, and 
$2,456,000,000 for the five year 
period from 1910 to 1914 inclusive. 

The December balance was $316,- 
000,000, compared with $187,000,000 
for December, 1915, and $131,000,- 
000 for December, 1914. 


APVOCATED 
BY DOCTOR 


OMAHA—Gloves for the feet— 
yes, actual gloves, with separate 
compartments for every one of the 
five toes—is what is advocated by 
Dr. D. T. Quigley of Omaha. 

Dr. Quigley startled society last 
Summer by organizing a phalanx of 
barefooted golf players. Fie ot his 
friends out to the various field and 
country clubs and had them chasing 
golf balls barefooted, digging their 
toes into the dewy grass and mud 
as they ran. 





They got not only better “‘scores”’ 
but better foot health. 


WITH RUSSIA 


Of Leather for Raw Skins 


NEW YORK—Progress is noted 
in the conferences between prom- 
inent leather men and the Russian 
Buying Commission for the exchange 
of finished leather for calfskins in the 
raw. American leather men are only 
too willing to pay cash but Russia’s 
demand seems to be more for ma- 
terial than for money. 

Russia has permitted several ship- 
ments of late from Vladivostok. 
One in particular of $750,000 skins. 
came via that port and the Panama 
Canal to New York City. Com-. 
munication with Russia via the 
north of Europe is today almost. 
impossible. The fact that the great. 
Siberian railroad is in many places 
single track and the need for finished 
supplies being so great makes the 
Russian problem more difficult, for 
cars are returned to Vladivoska 
empty, time being a greater factor 
than the delivery of skins from the 
interior to the water. 

The conferences will continue 
during the coming week',for the calf- 
skin situation is becoming more 
serious in this country. 


[PAYEcHT SAVING 


J XCHANGED 


WASHINGTON, D. C.—One of 
the important subjects that will 
come before the United States 
Chamber of Commerce at the next 
annual meeting here this month will 
be the report made by the committee 
on Daylight Saving. The commit- 
tee recommends that all clocks be 
set forward permanently, but if this 
is not deemed advisable, that clocks. 
be advanced for one hour from April. 
1 to Nov. 30 of each year. . 


REAT BRITAIN’S 
IMPORTS IN- 
CREASING. 


LONDON, Eng.—Great Britain’s 
imports for the month of November 
as shown by the recent statementjof 
the Board of Trade was £88,922,506, 
as compared with November 1915, 
of £17,300,200, or 24.15 per cent. 
The exports were £42,488,254, or 
18.9 per cent. ahead of the total a 
year ago. 

The unfavorable feature in the 
statement is thé large increase in 
the trade volume against England, 
which is some £11,627,000 greater - 
than a year ago. 


REPAIRS INCREASE 
SO SHOE SALES - 
DECREASE 


CHICAGO—An unique feature of 
Marshall Field’s shoe department 
is the repair department and custom 
shoe shop on the 13th floor. There 
are 72 shoe repairers and 14 shoe 
makers in this department and the 
not only do-very high grade wor 
but have all the most modern 
“mene. 

There are three repair desks—one 
in the basement, one on the fourth 
floor and another in the annex from 
which all the shoes are sent to the 
13th floor where they are ticketed 
and then sent through the hands of ~ 





the repairers. 








